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In Union There Is Strength 


I HE very principle upon which the institution of life insurance is founded is cooperation. Cooperation is best 
achieved by union of ideals and physical forces. In union there is strength. 







The union, or merger, of The Bankers Reserve Life Company of Omaha, Nebraska, and The Ohio National Life 
Insurance Company of Cincinnati, Ohio, was approved by the Governor of Nebraska, and by the State Insurance De- 
partments of both Nebraska and Ohio during April. This gives added strength to the institution of life insurance. 






The Bankers Reserve Life Insurance Company is outstanding in financial strength. The financial strength of The 
Ohio National Life Insurance Company is well known. The merger of The Bankers Reserve Life with The Ohio 
National Life gives to the policyholders of both companies additional security and by placing the combined assets 
and insurance in force under one management considerable economy is effected. 







The Union gives greater protection to policyholders of both companies. It increases the service to both policy- 
holders and salesmen, and ranks The Ohio National forty-fifth among the more than three hundred legal reserve life 
insurance companies of the United States. 








The combined statement of the two companies as of December 31, 1932, shows the following: 









Amount of insurance im force... .....ccccccccseccccccecs $215,015,609 
cit csgeeteccanes cubnaneuheses 40,972,621 
IE EP ee ee 37,071,739 


Surplus for additional protection of policyholders over $2,000,000 










The following illustrates the growth of The Ohio National Life Insurance Company in half decades 











Growth of Assets Growth of Insurance in Force 
SND I ec we dan bund $ 768,883 SS | eee .$ 6,251,160 
I ot cn eabcads wae eeees 1,754,803 IN i i ae a nie Bie a 13,585,938 
I 0 EE de ete eneceeteeweeene 4,699,023 December 31, 1923.......... ireteneews . 44,206,139 
es ed deen 9,913,369 ee 73,028,139 
April 21, 1933 (Combined Statement as of April 21, 1933 (Combined Statement as of 
SE ,, EBccccccccskcstenenvn 40,972,621 POGOe BE, Bia ccdedécuscctsccce 215,015,609 






The Home Office of The Ohio National Life Insurance Company will be maintained in Cincinnati. The assets of 
The Bankers Reserve Life Company and a large number of their personnel have been transferred to the Cincinnati 
office of The Ohio National. All policyholders of The Bankers Reserve are reinsured with The Ohio National, and 
the Agency organization of The Bankers Reserve will become representatives of The Ohio National. 






Attractive openings in thirty states. For particulars as to a contract, write the Home Office. 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 
CINCINNATI, OHIO 


T. W. Appleby, President 
































National Life Insurance Company of the U. S. of A. 
A. M. Johnson, Chairman of the Board 

















COMPLETE EQUIPMENT 


A complete portfolio of attractive Life and Life, 
Accident and Health policy contracts in combination with simple, 
direct and workable sales plans is essential in fully capitalizing 
the business upturn. 


Retirement Income 
Juvenile Insurance 


Accident and Health in combination 
with Life—complete coverage 


Family Income 


Guaranteed low cost on Full Level 
Premium basis 


Direct by mail circularization plans 


Practical Sales Preparation Course 





NATIONAL LIFE INSURANCE COMPANY 
OF THE UNITED STATES OF AMERICA 


Established 1868 
Robert D. Lay Walter E. Webb 


President Executive Vice-President 


29 South La Salle Street, Chicago 
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$3.00 Per Year, 15 Cents a Copy 





Rival Candidates 
Are Now in Field 


Backers of T. M. Riehle and 
C. V. Anderson Open 
Campaigns 








POLITICIANS ARE BUSY 


Anticipated Fireworks in National As- 
sociation of Life Underwriters 
Are Now Touched Off 





Politics in the National Association 
of Life Underwriters are beginning to 
warm up, with groups actively cam- 
paigning in behalf of T. M. Riehle of 
New York and C. Vivian Anderson of 
Cincinnati, who are rival candidates for 


the presidency. 

As a result of the heated contest that 
developed in the elections last year at 
San Francisco, a situation was created 
with was sure to bring on a spirited 
fight this year. The fireworks are now 
being touched off. 

Mr. Anderson, who is connected with 
the Provident Mutual Life, is vice-pres- 
ident of the National association. Ac- 
cording to precedent of many years, Mr. 
Anderson normally would be elected 
head of the association this year. An 
attempt was made last year by the 
advisory nominating committee to side- 
track Mr. Anderson when, according to 
the normal course of things, he was to 
be advanced from first vice-president to 
vice-president. However, the nominat- 
ing committee bucked the traces and 
caused Mr. Anderson to be advanced. 


Anderson for President 


. Association of Life 
Underwriters has formed an Anderson 
for president committee. The chair- 
man of that committee is Ray Hodges 
of the Ohio National Life, who led the 
fight in Mr. Anderson’s behalf last year 
at San Francisco. Other members of 
the committee are J. S. Drewry, Mutual 
Benefit; S. P. Ellis, Provident Mutual: 

D. Fowler, Connecticut Mutual; 
George Johnston, Mutual Life of New 
York; Jack Lauer, Penn Mutual; Guy 
D. Randolph, New England Mutual; S. 
C. H. Taylor, Sun Life; Burt Wulfe- 
koetter, Massachusetts Mutual; E. R. 
Sycks, New England Mutual, and Em- 
met Peebles, Northwestern Mutual. 

he committee has sent out state- 
ments to various associations, stating 
that the Cincinnati people had not in- 
tended to make an active campaign in 
behalf of Mr. Anderson for president, 
because they felt that as ranking vice- 
President he would be elevated to the 
Presidency as in the past. However, the 
committee stated, since an active cam- 
Paign for the presidency has _ been 
Started in other quarters (referring to 
the Riehle camp), they feel it is only 
fair to Mr. Anderson to set forth their 
Position. 

(CONTINUED ON LAST PAGE) 


The Cincinnati 





Field Viewpoint Seen by 
the Northwestern Mutual 





The Northwestern "Mutual Life in 
its house organ gives some impressions 
that it gets from reports from the field 
and some of the things that are being 
discussed at present. 

In the first place, the Northwestern 
Mutual emphasizes the favorable posi- 
tion of life insurance itself. The com- 
pany feels that the institution retains 
public confidence and it finds that the 
sales material of no other business has 
been strengthened as has life insurance 
by the depression. 


Building for Next Advance 


In the second place, the Northwest- 
ern Mutual says the feeling prevails 
that there never was as favorable a time 
to be building for the next major ad- 
vance in business. It states that the 
business is protected by ethical and legal 
standards supported by custom and au- 
thority and run on a dignified plane. 

Next, the company says there is gen- 
eral agreement that occupational pros- 
pecting is not only desirable in order to 
determine the classes least affected by 
the depression, but positively essential 
if the “fashionable liars” (have no 
money objectors) are to be overcome. 

Next, time control, recently empha- 
sized more than anything else, was said 
to have accomplished much in raising 
the level of calls and interviews and in 
smoothing out spasmodic effort. Not 
only the control of time but the quality 
of prospecting and presentation vitally 
affects the quantity of work required to 
produce given results, in the opinion of 
the Northwestern. 


Package Selling Is Effective 


Next, one need, or package selling, is 
being used by many agents who for- 
merly relied upon the insurance program 
idea, the company finds. Package sell- 
ing, it says, works best where there is 
a standard day’s work, and an organized 
presentation of one need or policy form 
to a specific type of prospect. The 
most popular of these one-need presen- 
tations, it says, are income continuance, 
life time independence, clean up fund 
and mortgage cancellation. 

Agents and general agents, the North- 
western Mutual declares, agreed that 
poor production has to be the result of 
weakness in one or the other of three 
major factors: (1) Number of inter- 
views; (2) quality of interviews; (3) 
caliber of prospects. 


Looking for Key Objective 


The best agents say that there is al- 
ways a key objective in every situation. 
Most failure is due to an agent’s ina- 
bility to identify the main objective, 
says the company. This, in turn, is due 
to his failure to indulge in common 
sense analysis before attempting to sell. 
What are the steps, it asks? (1) The 
facts: (2) the objective; (3) the re- 
sources available; (4) the methods nec- 
essary to get prompt action. 

The Northwestern Mutual finds that 
there is much current thinking on cheap 
policies and annuities. It states that if 
cheap policies serve only to make pres- 





ent production records look better, but 
lead ultimately to dissatisfaction after 
other permanent insurance has been re- 
placed by it, where is the gain either 
to the company in insurance in force or 
to agents in prestige? There is a certain 
amount of present need for an inexpen- 
sive, automatically converting type of 
term policy, the company opines. 


Discussion as te Annuities 


The Northwestern Mutual says there 
is considerable debate in the field as to 
whether or not the annuity business is 
on the wane. The Northwestern Mu- 
tual’s original charter permitted the 
sale of annuities. It started writing 
them in 1891 and until 1919 it wrote 
origina!, immediate annuities. Jn 28 
years, 296 were written. The writing 
of immediate annuities was discontinued 
and it has about 150 still in force. 

In connection with annuities, the 
Northwestern says: 

“The same forces that made life in- 
surance so successful during the past 
100 years have made annuities unsuc- 
cessful. -In other words, life insurance 
prospects with declining mortality rates 
for carefully selected risks live longer 
than is expected and there is a surplus. 
The opposite is true of annuities. De- 
clining mortality rates make the com- 
panies pay for more years than con- 
templated. 

“Annuity rates of companies may be 
advanced soon to take into account the 
lowered interest rates on investments 
and increased longevity of annuitants.” 


Effect of Inflation 


Northwestern Mutual says that 
the field men report little or no trou- 
ble with deflation and inflation argu- 
ments. What is the difference what 
they will buy, much or little, if one has 
not the dollars, it asks? Life insurance 
need not fear inflation, it says. Long 
term investments automatically counter- 
act these periods. 

Summing up the reactions, it says: 
“It is the men who want to rest on 
their laurels who are clogging things 
up today, not incompetents. 1933 is 
simply a year of ‘showdown.’ Rigid 
self-discipline and application are re- 
quired. Men will buy chiefly to provide 
income for dependents, and secondarily 
to provide a similar income for them- 
selves late in life. Usually enough for 
one purpose will provide enough for 
the other. You can see them without 
telling them, but you cannot tell them 
without seeing them.” 


The 


St. Louis Managers Elect 


E. J. Burkley, Phoenix Mutual Life, 
was elected president of the General 
Agents & Managers Association of St. 
Louis at its annual meeting. 

Other officers named are: Vice-presi- 
dent, C. L. Byars, Travelers; secretary, 
Ray Martin, Home Life; directors, C. H. 
Poindexter, Northwestern Mutual Life, 
and F. T. Rench, National Life of Ver- 
mont. 





Policy Loan Drop 
Is Now Reported 


Less Demand in Spite of Great 
Liberalization in Policy 





Restrictions 
LIQUIDITY LESS VITAL 


Company Officials Able to Contemplate 
Again the Usual Channels 
of Investment 


NEW YORK, June 29.—In spite of 
the gradual lifting of loan and surrender 
restrictions there has been a steady and 
in some cases very marked drop in the 
dollar volume of policy loans since the 
peak experienced just before the bank 
holiday in March. The fact that there 
has been no rush of demands for policy 
loans with each new liberalization of the 
regulations has given the companies as- 
surance that there is no longer need of 
extreme liquidity as a bulwark against 
a possible flood of loan and surrender 
applications. 


Policy Loan Situation Better 


As a result of this condition, com- 
panies once again are getting their in- 
vestment programs lined up to invest 
in something beside policy loans, bank 
deposits and government bonds. 

The improvement in the policy loan 
situation has been more marked with 
some companies than with others, but 
the results generally are encouraging. 
The June policy loan volume of one 
large company, for example, will be only 
about half of the volume for last June, 
while there has been a striking drop im- 
mediately succeeding the spring peak, 
followed by a progressively downward 
trend since that time. Another promi- 
nent company’s policy loan figures are 
running about even with the correspond- 
ing weeks of last year and about 10 per- 
cent below the high point this spring. 
Since the 1933 year-to-date figure is 
about 10 percent below the same period 
last year, this is indicative of a down- 
ward trend. 


High Liquidity Raises Cost 


With this improved trend of policy 
loans well established, any hesitation on 
the part of life companies in putting 
their funds in the usual channels of 
investment may be attributed to a de- 
sire to see which of these channels will 
prove to be the soundest under the 
changed conditions of the new deal. The 
relative desirability of the various 
classes of life company investments has 
changed somewhat, although the total 
effect has been decidedly favorable. 

The process of the life companies get- 
ting out of their present extremely liquid 
condition will not be a sudden one, how- 
ever. The public will have to learn that 
instant availability of cash for loans and 
surrenders on a large scale is going to 

(CONTINUED ON PAGE 18) 
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aren Names McNamara 
as New York General Agent 


TAKES ON LIFE DEPARTMENT 


Well Known Manager Formerly Rep- 
resented Guardian Life—Has Large 
Organization of Producers 


NEW YORK, June 29.—The John C. 





McNamara Organization, one of the 
largest general agencies in New York 
City, has been appointed a_ general 
agency of the Travelers, representing all 
the life lines written by that com- 
pany, it was announced this week. The 
ag y formerly represented the Guard- 
ian Life of New York. 

Mr. McNamara, the founder of the 


agency, is one of the best known insur- 
ance men in New York and many of the 
members of his organization are among 
the country’s leading producers of life 
insurance. From 1925 to the end of 1932 
the organization paid for $135,000,000 of 
life insurance, attaining its peak produc- 
tion in 1930 in paying for $28,440,000. 
That year six members of the agency 
paid for more than $1,000,000 each. 
Commenting on the announcement, 
home office officials of the Travelers ex- 
pressed their pleasure that Mr. McNa- 


mara and his agency had joined the 
rravelers. 
“Every Travelers person will feel 


Mr. McNamara and 
organization 
selected the 
which they 


complimented that 
the outstanding agency 
that he has created have 
Travelers as the company 
will represent in life lines in the New 
York metropolitan territory,” said J. 

Hoover, superintendent of agencies. 


Given Law Degree 


Mr. McNamara is a native of Beacon, 
N. Y., and since his graduation from 
Georgetown University in 1915 has been 
in the insurance business in New York. 


his spring he received the degree of 
L.B. from Fordham University. He 
was president of the New York City 
Life Underwriters Association in 1930 


and is also prominent in other insurance 
activities, 

He is a strong believer in the C. L. U. 
movement and holds that designation, as 
do nine other members of his organiza- 
tion: J. T. Balfe, J. H. Brady, G. W. 
Crongeyer, W. R. Julius, R. S. Maechtel, 
C. L. Post, Donald Russell, W. A. 
Schumacher and E, M. Wolfe. The Mc- 
Namara organization has more C. L. U. 
members than any other in New York 
City and probably more than any other 
office in the United States. In addition 
to those listed, six others who had al- 
ready passed Part I of the examinations 
took Part II this spring he organ- 
ization is composed largely of college 
men, 52 percent of them being college 
graduates and 74 percent having had 
college training 

Achieves Wide Prominence 


Mr. McNamara’s genius for organiza- 
tion and leadership has given him wide 
prominence among life men and _ his 
achievement in building up the McNa- 
mara agency has been watched by many 
agency executives and other general 
agents. The educational course con- 
ducted by the organization has been one 
of its most important factors in agency 
building. A great deal of research has 
been done in determining the proper 
educational course and the members of 
the organization are taught the funda- 
mentals of life insurance and how they 
should be applied in actual cases. The 
success of the educational course is well 
indicated by the number of men who 
have become C. L. U.s. 

Among the agency's production inno- 
vations have been three special one-day 
drives, announced at breakfast meetings 
the day before the drives took place. 
The results of these were: 1930, 245 
lives for $1,902,000; 1931, 365 lives for 

(CONTINUED ON PAGE 18) 
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Goes to Travelers | 








JOHN C. McNAMARA 


Newly Appointed New York City General 
Agent of the Travelers 





Sears, Roebuck Contemplates 
Entering Life Insurance 


Roebuck & Co., the mail order 
is contemplating entering the life 
business either by forming a 
new company or purchasing an exist- 
ing company. Sears, Roebuck & Co. 
has already had a taste of the insurance 
business, having organized the Allstate 
and the Allstate Fire to write automo- 
bile insurance by mail. Carl L. Odell 
is responsible for having caused the 
organization to be interested in insur- 
ance and he is a big factor in the nego- 
tiations looking to Sears, Roebuck en- 
tering life insurance 

Undoubtedly, Sears, Roebuck & Co. 
feel that they could get off to a good 
start by insuring the 35,000 employes 
of the concern, just as the automobile 
insurance of most employes is carried 
in the Allstate. This would give the 
new life company a considerable amount 
of business as a start, and from there 
the contact of Sears, Roebuck & Co. in | 


Sears, 


house, 
insurance 





| commissioner 


Andrew, Clark, Co-Receivers 
for the Royal Union Life 


HEARING IN FEDERAL COURT 
Iowa Commissioner Tells of Examina- 
tion Reports, Procedure on 
Loan from.R..F..C. 


DES MOINES, June 29.—The Royal 
Union Life receivership was made per- 


manent when Federal Judge Dewey 
named L. A. Andrew, state superin- 
tendent of banking, and E. W. Clark, 
commissioner of insurance, as _ co-re- 
ceivers. 

Mr. Andrew was named temporary 


receiver June 3, following the filing of 
a petition by H. A. Gross of Los Ange- 
les, a director and stockholder. Since 
that time, bills of intervention were filed 
by Otto Lang of Dubuque, agent of the 
company for 27 years, and Peter Kern 
of Fort Madison, a stockholder for a 
like number of years. They asked that 
Mr. Clark be named permanent receiver, 
citing a state law which requires that 
the liquidating officer of an lowa com- 
pany must be the commissioner of in- 
surance. Mr. Clark also filed a cross 
petition on the same ground. 
Court’s Authority Questioned 


Che point on which the hearing Sat- 
urday revolved was whether a federal 
court has authority to appoint an out- 
side, independent receiver in the face 
of the state law, which requires the 
to be the liquidation of- 
ficer. Judge Dewey held a court of 
equity has such authority and may ex- 
ercise its discretion in the matter of 
receivers where action is brought by 
stockholder. He further stated the pur- 
pose of the receivership was for reor- 
ganization rather than for liquidation, 
but since the commissioner has power 
to reject or approve any reorganization 
plans, he felt there might be conflict in 
this particular case “if the commissioner 
saw fit to overturn reorganization plans 
(CONTINUED ON PAGE 9) 





the rural sections could be cultivated 
extensively. 

One or two insurance companies have 
been offered to Sears, Roebuck, but 


the negotiations have not progressed far. 





In the Race for President 








c. V. ANDERSON 


M. Riehle, associate general agent in New York City for the Equitable 
Life of New York, and C. Vivian Anderson of the Provident Mutual in Cincinnati 
are rival candidates this year for the office of president of the National Associa- 
tion of Life Underwriters. Each of these two candidates has strong backing and 


their supporters are conducting an active 


T. M. RIEHLE 





campaign. 


Illinois Qualification Bill 
Is Defeated in Legislature 


PALMER’S PROGRAM SUCCEEDS 


Legislative Plan of New Superintendent 
in the Main Is Adopted; Major 
Bills Passed 


With the close of the Lllinois assem- 
bly due Friday, a review of -legislation 
shows that never in Illinois has there 
been such a mass of bills vitally af- 
fecting insurance. Among major meas- 
ures to succeed is that providing for a 
separate department of insurance under 


a director. The bill is now before the 
governor for signature and will be 
signed. 

The only real setback was defeat in 


the house this week of the Palmer 
agency licensing bill, which had the 
support of insurance agents and com- 
panies following numerous’ changes 
made by the insurance advisory council 
representing virtually all interests. Main 
opposition came from the Illinois Farm 
Bureau Federation which is interested in 
a life company and has a strong lobby. 

Secretary E. M. Ackerman of the IIli- 


Insurance Federation and the ad- 


nois 

visory council reports important insur- 
ance measures in the senate Tuesday) 
ready for passage were: 


Consider Several Measures 

To revise system of publishing c 
pany annual statements, reducing fees 
trom $80 to $30. 

To amend insurance liquidation act to 
give the director of insurance power to 
appoint receivers for delinquent com- 
panies. 

One of the most important measures 
brought to the passage stage would cre- 
ate a commission of three members of 
the house and two from the senate to 
assist and advise the insurance depart- 
ment in recodifying insurance laws. The 
plan is to be prepared to report to the 
assembly in 1935. 

Bills passed Tuesday and sent to the 
governor for signature were: To permit 
only the director of trade and commerce 
to institute suits for accounting or for 
receiver against domestic companies. 

Several constructive life insuranc 
measures such as the antirebate oa 
antitwisting measure came before the 
session. This bill is expected to reach 
the senate in time for passage before 
final adjournment. 

Measures passed by the senate Tues- 
day and transmitted to the governor for 
signature are: 

Bill permitting life and cas sualty com 
panies to invest capital, surplus and 
other funds in bonds or securities of the 
United States, District of Columbia, or 


or political sub- 


any state municipality ; 
division, under certain limitations, and 
to invest in certain other securities. 

Bill permitting stock life companies 


to mutualize. ; 
Bill relating to reserves on regist¢ 
policies and annuities 


Has 160 Percent Increase 





B. P. Rouse, Mutual Benent Lit 
eneral agent at Los Angeles, repor 
an increase of 160 percent in new 


May. 


business in 


New Commissioner for 
South Dakota Named 








99 —Governor 


PIERRE, S. D., 


Berry has announced 


June 


the appointmé nt 


of W. J. Dawson of Rapid City as in- 
surance commissioner for the two-year 
term beginning July 1. Don C. Lewis, 


former commissioner, had been n 
to the position, but on account of ! 
condition resigned. Mr. Dawson 
ceeds C. R. Horswill. He was former!) 
connected with the fire marshal depart- 
ment 
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Life Ineusance Is 
Still a Good Buy 


Linton Recalculates Investment 
Side of Policy, Finds Yield 
Now 4.7 Percent 


GIVES CHICAGO ADDRESS 


Provident Mutual’s President Analyzes 
Benefits in Talk Before Un- 
derwriters Association 





The investment aspects of life insur- 
ance were put to a severe test in an ad- 
dress by M. Albert Linton, president 
Provident Mutual Life, at a meeting 
Tuesday of the Chicago Association of 
Life Underwriters, and found to 
have all their old unique benefits and 
appeal. Mr. 
of the best informed and most vigorous 
exponents of the investment side of life 


were 


Linton, of course, is one 


insurance, his address on this subject be- 
fore the annual meeting of the National 
Association of Life Underwriters some 
years ago having constituted a challenge 
to all other forms of investment. 

Urges Considered Action 

People are saying in view of the pol- 
icy moratorium that it was all wrong 
to have emphasized the investment ap- 
peal of life insurance and that cash and 
loan values must be drastically curtailed, 
Mr. Linton said, but to rush violently 
to extremes would be foolish. He care- 
fully weighed the evidence. He finds 
that, considering the magnitude of the 
crisis through which the country has 
passed, life insurance men have a right 
to be filled with pride in their institution. 

Mr. Linton said it is generally admit- 
ted that cash surrender values have been 
too large a proportion of the reserve. 
This has caused a tendency to swing 
to the other extreme and exact a severe 
penalty upon surrender. 

It would appear that the issuance of 
life policies with cash and loan values 
payable on demand should not have 
been legally permitted, he said. This 
is a provision that has no place in com- 
petition between companies and is a 
false issue because in time of crisis the 
demand feature must be subordinated to 
the general welfare. 


Institution Not to Blame 


Changes in statutory provisions 
should be made so that in another de- 
pression the cash and loan value fea- 
tures may without question be brought 
readily under control. It is hardly rea- 
sonable to blame life insurance. Even 
the government went off the gold stand- 
ard. It was inevitable there should be 
temporary interruption in the smooth 
tunctioning of cash and loan value pro- 
visions. 

He asked in view of recent events 
what regular annual premium life insur- 
ance now has to offer from the invest- 
ment point of view; whether it must 
forego the investment appeal arid stress 
death protection only. He emphatically 
said this should not be done, that any 
attempt to do so would not stand up 
under the pressure of a few years of 
Prosperity. At present, basic protection 
with little or no investment element 
obviously fits the need of numbers of 
men, simply because they do not have 
money to accumulate large reserves. 

But another day is coming in which 
this will not be true, Mr. Linton be- 
lieves. In the past life insurance men 
have stressed the value of building a 
‘und to be available in the sunset years 
of life. Mr. Linton said certainly noth- 
ing had happened in the depression to 
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Mich. 


CLARIS ADAMS, Detroit, 


Vice-President Claris Adams of the 
American Life of Detroit, chairman of 
the program committee for the annual 
meeting of the American Life Conven- 
tion to be held in Chicago the week of 
Oct. 9, met President Daniel Boone of 
the organization and Manager B. K. 
Elliott in Chicago this week to outline 
the schedule of events. Mr. Adams was 
formerly manager of the association and 
is in close touch with its work. 


date which would indicate the unwisdom 
of making that appeal in the future. 
Matured endowments have been paid 
as usual and cash values, except im- 
(CONTINUED ON PAGE 9) 
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Give Summer Slump Preventive 
Measures 1n Managers’ Meet 





Five Chicago agency heads gave their 
views on methods of preventing the 
summer slump in the final summer meet- 
ing of the general agents and managers 
division of the Chicago Association of 
Life Underwriters. 

L. S. Broaddus, manager Acacia Mu- 
tual, said effective prospecting is para- 
mount, but a prerequisite is correct 
mental attitude. He told methods em- 
ployed in his agency to produce a cor- 
rect frame of mind. Agents meet twice 
a week, devoting ten minutes to sing- 
ing. He said it is essential today for 
agents to know where they are going, 
when they are going and why. His 
agents start with 50 prospects, replen- 
ishing exclusively with names of re- 
ferred prospects. Always in the past 
agents had an abundance of prospects, 
but now the problem is to find the 20 
percent of the people able to buy life 
insurance. In order to recognize good 
prospects the agent must use old policy- 


holders, friends, etc., as centers of in- 
fluence. 

Mr. Broaddus’ agents are charged 
with two tasks, to increase the pros- 


pect’s estate, and to use him as a means 
of meeting his friends. 
Urges Strict Elimination 


F. H. Haviland, manager Connecti- 
cut General, in a talk on “Manage Your 
Men,” said elimination of incompetent 
and lazy agents is a task which faces 
every manager and general agent. What 
the business needs is fewer agents and 
more production. Last year in_ his 
agency there were 37 agents; now there 
are 32, yet his agency is 27 percent 
ahead in paid production for the half 
year. 





sons and daughters, despite 


may happen. 


Unemployment 


Industrial situation 


present problems will soon 
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"The good old United States—now apparently on 
the upgrade again—is still the finest country that ever 
the sun shone on, and is honored and preferred by its 


and morasses we have listed, and anything else that 


Swollen national debt Highjackers 
Agricultural situation European defaults 
Frozen assets 


Mortgages Deflation Common fools of all 
Cut and suspended __ Inflation sorts 

dividends Gold standard Demagogs 

Suspended bond problem Rotten municipal 

interest Gold hoarders governments 


Railroad perplexities Economic Conference Busted municipalities 


Banking situation Disarmament Con- Bugs and beetles and 
Life insurance ference other insect pests 
moratorium Bandits Senate investigations 
‘“*Money Power” Racketeers Midgets,—etc. 
‘“*Power Trust”’ Kidnapers Gasoline taxes 
Income taxes Bootleggers Communists 


A courageous people, believing that the major of their 


loyally, buoyantly enter a new year in the nation’s life. 


THE PENN MUTUAL LIFE INSURANCE CO. 


all the conditions, plights, 


Gunmen 
Fanatics of all sorts 


be safely solved, proudly, 


, President | 
Philadelphia 











He is a great believer in quotas. He 
said “the harder boiled” a manager can 
be and get away with it, the better it 
will be both for him and his agents 
The manager who is kind to his men 
is unfair to them, he said. The pro- 
ducer of only $50,000 to $100,000 an 
nually has no place in the business, Mr. 
Haviland believes. 

Mr. Haviland believes every man and 
woman in the business should be ex- 
pected to try to be a leading producer 
One of the finest influences in an agency 
is to have a new man lead in produc- 
tion. One of his new men, with the 
agency less than a year, in his first four 
months sold only $360 of premiums, but 
in April be began to “click,” getting 15 
for $105,000, and in that and the 
succeeding two months paid for $355,000 


cases 


Agents Must Meet Quota« 


In Mr. Haviland’s agency every man 
must have a very good excuse for show- 


ing up there in the morning Every 
man has a quota and must meet it or 
get out 


P. B. Hobbs, agency manager Equit- 


able of New York, in a talk entitled 
“This Summer's Economic Situation.” 
said there is great pressure on general 


agents and managers to make sure their 
agents do not take a three months lay- 
off this summer. There can be no in- 
terlude or vacation. 

One good way to avoid the slump is 
to organize agents so they will have 
two or three interviews scheduled each 
morning. Sales technique must be dif- 
ferent in the summer time, the inter- 
view being more conversational than 
argumentative. Mr. Hobbs said agents 
should get current with the times. They 


should stress the current joys. Many 
agents waste time by chatting with 
prospects about the stock market and 
similar subjects. Mr. Hobbs said life 


insurance has nothing to do with the 
short look,” but it is still the only 
thoroughly reliable arrangement for pro- 
jecting money into the future. 
One-Day Drive Successful 


E. S. Albritton, general agent Provi- 
dent Mutual, told of a one-day drive in 
his agency recently which netted as 
much examined and paid business as 
the agency usually produces in a half 
month. He believes in activity and en- 
thusiasm as tonics for ending the slump. 
Office work should be eliminated and 
agents kept on the street. 

His one-day campaign 
a meeting at 8 a. m. which 
8:30, when the men went out to can- 
vass. Medical examiners and office 
force were kept on the job late that 
night to complete the business. . There 


with 
ended at 


started 


was a buffet dinner in the agency 
Out of the 32 full time men in the 
agency, 30 took part. At noon $88,000 


had been reported; at 6 p. m., $149,000, 
and altogether 51 applications for $228,- 
000 were produced by 25 out of 30 men. 

Mr. Albritton as a preliminary bet 
his entire staff he would turn in the 
first application; otherwise he would 
pay for all their breakfasts. His $20,000 
application, filed at 6:50 a. m., was the 
first. The stimulus has persisted, pro- 
duction running as high as $20,000 or 
$30,000 a day 


Building Agency Morale 


\. Van Goldman, manager Pruden- 
tial, stressed the building of agency 
morale. He first impresses on a new 
man that the manager realizes he is 


a human being and merits respect. Men 
are induced to feel free to discuss their 
problems and cases. It is made clear 
the manager and his assistants are not 
in competition with the agents for busi- 
ness. No splitting of commissions or 
18) 


(CONTINUED ON PAGE 








Record Concord, N. H., Rally 
Stresses Organized Talks 


MANY HEADLINERS APPEAR 


President Roosevelt’s Speech to the Na- 
tion Is Cited as Example of 
Prepared Presentation 


CONCORD, N. H., June 29.—About 
200 agents from. New Hampshire and 
some from Vermont filled the club house 
of the Beaver Meadow Golf Club at 
Concord to overflowing and a _ large 
number had to sit on the veranda and 
listen to the speeches through the open 
windows, It was the largest and most 
successful sales congress held in New 
Hampshire. 

Roger B. Hull, managing director Na- 
tional Association of Life Underwriters, 
was on hand early in the morning and 
with his coat divested and his Indian 
pipe well stocked he directed all the ac- 
tivities. 

Che organized sales talk seemed to be 
the theme for the day. The value and 
importance of having a carefully pre- 
pared sales talk, the composite result of 
many minds, was stressed throughout 
the meeting and many specific illustra- 
tions given by the speakers to bear out 
this point. Comparison was made to 
President Roosevelt's speech to the na- 
tion as a prepared sales talk. 


From Silk to Insurance 


Che first speaker was Harry Phillips, 
Jr.. of New York City, a former silk 
merchant, who commenced the proceed- 
ings by emphasizing the importance of 
planning. Mr, Phillips practically lost 
his silk business in the depression and 
his life insurance was such an important 
factor in his financial troubles that he 
decided to enter the life insurance busi- 
ness and wrote a million dollars the first 
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equal that record this 


will 
He plans every interview as thor- 
oughly and carefully as possible. He 
learned this, he stated, in the year when 
he engaged in an attack to capture pris- 


year and 


year. 


oners. Before the attack was made, he 
stated, airplane pictures of the enemies’ 
lines were taken and these trenches were 
duplicated and each man rehearsed his 
part, even to blacking his face so as not 
to reflect any lights and putting burlap 
over the helmet so that rain wouldn't 
make any noise. Every little detail was 
carried out and the raid was a 100 per- 
cent success. When he approaches a 
prospect Mr. Phillips first obtains a 
credit report and then studies and works 
out his campaign thoroughly. 

Manuel Camp, Jr., general agent Penn 
Mutual in Boston, followed and took as 
his theme organized sales talks and gave 
specific illustrations of what these talks 
had accomplished, and how they were 
prepared. 


Sullivan Lauds Business 


Commissioner Sullivan of New 
Hampshire paid the highest tribute to 
life insurance, explaining that it stood 
out as the highest grade industry in the 
United States. He stressed the agents’ 
qualification act and the careful super- 
vision of companies to keep the profes- 
sion at the highest possible level. 

1. S. Kibrick of the New York Life at 
Brockton, Mass., made another hit with 
the story of his success in selling life 
insurance. He started in Brockton 18 
years ago, a stranger and with difficulty 
in speaking the language, and today is 
an established citizen living in the best 
social circles. He stressed the value of 
public work especially in campaigns and 
drives of any kind as a means to build 
up prestige. He cautivned agents that 
there was danger in establishing a repu- 
tation for only dealing with big cases 
because in that way the $1,000 or $2,000 
risks were often not offered as the buyer 
felt that the agent was above the 
smaller risk. 

Following a lunch Ralph G, Engels- 








UNDERWRITER 


man of New York, general agent Penn 
Mutual, answered questions on sales ob- 
stacles which the agents had met. 

Robert Tennant, field educator Met- 
ropolitan Life, also spoke in favor of or- 
ganized selling, but more particularly 
emphasized the need on the part of all 
agents to put into practice the many 
suggestions offered at the sales congress 
and at other conventions, and through 
books and magazines, and not to sim- 
ply listen to them and then proceed 
along the same old routine. 

Clarence T. Hubbard, aSsistant sec- 
retary of the Automobile of Hartford, 
in his address advised agents not 
to attempt to be clever, to reach out 
for a multiplicity of selling ideas and 
twists, but to absorb certain fundamen- 
tals and repeat them intelligently and 
persistently in presenting life insurance. 
He said that dogged persistence is more 
successful than flashy go-getting meth- 
ods. 

Mr. Hubbard said the desire to ac- 
quire and contract for a great deal of 
life insurance is not inherent in the in- 
dividual. It should be, but he pointed 
out the things to which persons should 
give their first attention are the things 
they usually neglect, such as religion, 
health and thrift. 

Thrift, as a rule, he 
forced upon most individuals. In pre- 
senting life insurance, the agent is in 
competition with the most alluring ideas 
possible—a trip to Europe, sending the 
boy to college, considering the oil burner 
and electrical refrigerator, the summer 
camp, golf club, bootlegger, keeping up 
with the styles in clothing, furniture, 
recreation, automobiles. Accordingly, 
the experience of the most successful 
merchandisers and advertisers should be 
followed, which is to use repetition in- 
telligentiy and persistently. 

Mr. Hull concluded the meeting by 
summing up the high points of each talk. 
He remained in Concord and Monday 
gave his talk “Back to Main Street” 
before the Rotary Club in Concord. 


said, has to be 
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| New Agency Head 








A. L. DERN, Ft. Wayne, Ind. 


A. L. Dern, vice-president of the Lin- 
coln National Life, now takes full 
charge of agencies succeeding W. T. 
Shepard, who goes to Los Angeles to 
become a general agent of the com- 
pany. Mr. Dern has been associated in 
the management of the Lincoln Na- 
tional Life agency force since 1917. He 
is regarded as one of the strong, re- 
source-ul, young executives of the west. 


List R. F. C. Loans in May 


WASHINGTON, June 29.— Seven 
loans aggregating $1,671,519 were made 
by the Reconstruction Finance Corpora- 
tion to insurance companies in May, ac- 
cording to the monthly report just filed 
with Congress. 








life insurance. 


coverage. 


MASSACHUSETTS INDEMNITY 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 


Rated “A” EXCELLENT by Best’s 


Qualified producers are invited to communicate with our Director of Agencies. 


i Dee OF THE MOST INTERESTING EVENTS IN 
the field of non-cancellable activity is the recent merger of the Income Indemnity with the Massachusetts 
Indemnity, both of Boston. 

On May 4th of this year the Massachusetts Insurance Department officially approved the plan whereby 
the Massachusetts Indemnity Insurance Company, one of the oldest and strongest of the disability companies, 
reinsured the entire business of the Income Indemnity Insurance Company. 
mating seven hundred thousand dollars, surplus of over three hundred and fifty thousand dollars and a total 
premium income of close to eight hundred thousand dollars, the Massachusetts Indemnity Insurance Com- 
pany today stands as a striking illustration of a conservatively well managed disability company, with a ratio 
of assets of two to one and a surplus of over one hundred percent of total liabilities. 


With total 


The policy contracts of the Massachusetts Indemnity are headed by their non-cancellable life indemnity 
policy issued on an incontestable basis, thus placing them on the same plane of permanence and stability as 
These policies are renewable to age sixty, provide hospital coverage or nurse’s benefits from 
the first day with a non-disabling medical reimbursement feature under the accident provision of the policy. 
A complete line of other commercial forms both cancellable and non-cancellable are offered to facilitate and 
complete the portfolio of the man who appreciates disability coverage as 


essential to a complete scope of 


assets now approxi- 
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Unified Sales Plan Theme 
of Pacific Mutual Meeting 


AGENTS GATHER IN CHICAGO 


Big Tree Club Organizes Job Ahead— 
Large Home Office Contingent 
Attends 


The annual agents’ convention of the 
Pacific Mutual held in Chicago this 
week consisted of a closely dovetailed 
series of addresses, discussions and 
sales demonstrations, keyed to an un- 
usual sale manual, under the convention 
them, “The Pacific Mutual Plans the 
Job Ahead.” 

C. I. D. Moore, vice-president, pre- 
sided. J. H. Russell, chairman pro- 
gram committee and manager home of- 
fice agency, and C. C. Day, general 
agent Oklahoma City, took prominent 
part and were convention chairmen. 


Officers of 1933 Club 


W. J. Champlain, agent Norwood, 
O., is president of the Big Tree Club, 
heading the half million division. Other 
officers this year are: $300,000 division 
—president, F. L. Hirsch, Dallas; 
vice-president, R. E. Denman, Cincin- 
nati; secretary-treasurer, T. E. Root, 
Indianapolis. $200,000 division—presi- 
dent, C. P. Hochstadter, Cincinnati; 
vice-president, R. D. Moore, Los An- 
geles; secretary-treasurer, Mary C. 
Larson, Stockton, Cal.; $100,000 di- 
vision—president, J. H. Vandiver, Los 
Angeles; vice-president, J. M. Jenrette 
of Virginia; secretary-treasurer, Mrs. 
Frances B. Dunnington of Virginia. 

The club sessions were held the first 
three days of this week and the Pacific 
Mutual Agency. Association meeting 
Thursday and Friday. First Vice-presi- 
dent L. C. Swinney, Wichita, presided 
at the association meetings. The new 
secretary-treasurer is John Wither- 
spoon, Nashville. W. G. Gastil, sales 
manager at the home office, is chairman 
executive committee and members are 
Messrs. Russell, Day, Swinney, | 
Wall, Ashland, Ky.., 
Orleans, and A. E. 
que, N. M. 


Large Home Office Contingent 


G. C. Lyman, New 
Bruce, Albuquer- 


Che annual dinner was a brilliant 
function, Vice-president Moore being 
toastmaster. He introduced Messrs. 


Russell, Day, Lyman, F. E. Cummings, 
Chicago manager, E. E. Henderson, as- 
sistant superintendent of agencies, R. 
N. Rafferty and W. R. Hoefflin, super- 
visors; Vice-president D. C. MacEwen, 
superintendent of agencies; Actuary A. 
G. Hann, Vice-president Jens Smith, H. 
J. Brown, assistant secretary; R. G. 
Scofield, accident department, and Miss 
G. M. Miller, superintendent field serv- 
ice, home office, 

Mr. Moore commented on the fact 
the Pacific Mutual has just recently 
completed 65 years in business, and 
President G. I. Cochran on June 29 
would observe his 27th anniversary as 
president. He discussed the ideals with 
which the company has been built and 
operated. He is convinced that much 
better things are ahead for the country, 
greater promise than anything hereto- 
fore realized. Douglas Malloch, Chi- 
cago author and poet, furnished the 
main entertainment feature. 


Suggestions on Approach 


E. W. Albachten, general agent 
Louisville, discussed the approach, stat- 
ing the old idea it was merely a means 
of getting in and doing something 
tricky is all wrong. Instead it must 
include definite steps geared to what 
the agent intends to do. G. M. Allen, 
Oakland, Cal., discussed “Problem 
Identification and Fixing.” He said one 
great problem today is whether the 
prospect’s income will be maintained. 

W. W. Averett, Jr., Lynchburg. Va., 
district manager, spoke on “Solution 
only after the 


and Close.” He said 
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Value of Working Plan 
Outlined by H. K. Schoch 














The value to the agent of a working 
plan was stressed by H. K. Schoch, De- 
troit general agent Aetna Life, in an 
address to the St. Louis Association of 
Life Underwriters. He told of the re- 
sults obtained by a group of agents in 
Detroit who had really planned their 
time and selling methods and then saw 
to it that the plans were carried through. 
In this campaign there were 1,291 re- 
ports on 50,000 working hours made by 


20 persons. They made 51,438 calls, 
obtained 19,609 interviews and closed 


1,417 sales for a total of $5,423,164. In 
this period the average for each agent 
was 37.7 hours spent in the field each 
week, 39.8 calls made per week, 15.2 in- 
terviews obtained and 1.1 sales made 
for an average of better than $3,800 per 
sale. 

He contended that an agent can prac- 
tically obtain the same amount of 
business today as in 1929 if he is willing 
to work to obtain it and that there is 
nothing like a working plan to obtain 
desired results. 


Get Back to Fundamentals 
Is Basis of Advertisements 


The John Hancock Mutual Life in 
a series of advertisements in national 
publications during July and August 
will continue its theme which it started 
in January, “Back to Fundamentals.” 
The John Hancock Mutual feels that 
the time has come to call attention of 
the public to the fact that life insur- 
ance primarily should be purchased for 
protection. It feels that policyholders 
in general have lost sight of this im- 
portant fact. The company in this 
series makes the statement that the man 
who buys insurance more than anything 
else is seeking safety and security. He 
does not care so much for novelty in 
his life insurance. The agent, the John 
Hancock Mutual declares, should sat- 
isfy himself that his client has provided 
sufficient protection for his dependents 
before he lays the program for per- 
sonal investment, business insurance and 
the like. As the John Hancock puts it, 
“The underwriter who always keeps in 
mind the first reason for his calling— 
safeguarding the home and the family— 
is giving his client a service he has al- 
ways needed and now wants more com- 
pellingly than ever before.” 





prospect has admitted the inadequacy 
of his plan, can the agent propose his 
own. He urged program selling as not 
necessarily being complicated, as hav- 
ing many advantages. 

An unusual sales demonstration 
in song was given by Howard Neal and 
F. W. Pierce of the home office agency. 
Another sales demonstration was put 
on by J. E. Capps, general agent Nor- 
folk, Va., and Assistant Superintendent 
of Agencies E. E. Henderson, Wash- 
ington, D. C. 

Superannuation is a problem not yet 
solved, and the job immediately ahead 
for life companies is to meet the prob- 
lems of retirement at increasingly 
earlier ages and win public acceptance 
of this benefit as they have done with 
estate creation, conservation of estates 
and salary extension, it was stated by 
J. H. Russell, home office manager. 


Receivers for Illinois Concerns 


The circuit court of Sangamon coun- 
ty, Ill, has ordered a receiver for the 
American Benefit Life of Springfield. 
A receiver also has been anpointed for 
the Old Equity Insurance Company of 
Chicago. The Postal Benefit of Illi- 
nois has been ordered dissolved by the 
circuit court of Sangamon county, III 
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Selling Retirement 
Income 
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As a result of the lessons taught by the past few crit- 
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ical years, an increasing number of people are now de 
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termined to follow a more conservative program to 
Many of them will 
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attain financial independence. 


quite naturally turn to the well-managed life insurance 


companies. 
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Through life insurance, men and women not only can 
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protect their dependents against financial loss in the 
event of premature death, but they can also build up a 


TW 


cash reserve for themselves for emergency needs dur- 


ing the middle years of life and provide funds which 
will assure a steady, guaranteed retirement income for 


old age. More and more, people are recognizing the 


unique advantages of life insurance from an investment 
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viewpoint. 


The New York Life Agent is in an exceptionally strong 


position to be of service to such individuals. He rep- 
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resents a Company whose financial strength is unques- 
tioned. Option Three of the New York Life policy 


contract provides a retirement income on all policies 


which mature as endowments, or are surrendered for 
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cash. The Agent has a wide choice of new as well as 
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old insurance contracts to fit the particular needs of his 


clientele for retirement income; also single premium 


and annual premium, and immediate and deferred an- 
nuities. 
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NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 
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Many Features in New Digest 





The new 1933 Unique Manual Digest 
(35th annual edition) which has just 
been published by THH NATIONAL UNDER- 
WRITER, reflects many interesting devel- 
opments in life insurance in the past 
year. The most notable among these 
are the general revision of dividends, 
the adoption of retirement and pre- 
ferred annuity contracts and issuance 
of new policies with low initial pay- 
ments designed to meet present day con- 
ditions. The detailed analysis of the 
annual statements of all legal reserve 
companies is shown with 62 individual 
items. The table of totals for all com- 
panies shows such interesting figures 
as the total insurance in force on Jan. 
1, 1933; total assets, new business writ- 
ten last year, divided into ordinary, in- 
dustrial and group. 

Conveniently Indexed 


The Unique Manual Digest is indexed 
so that detailed information for the 428 
companies reported on can be easily 
found. In the policy and prospect sec- 
tion are given the complete policy rates, 
dividends, net costs and surrender value 
data for all companies, even the most 





unusual forms being included. No other 
publication even approaches the Unique 
Manual Digest in giving such a com- 
plete exhibit of life insurance contracts. 

There is also a special annuity sec- 
tion. THE NATIONAL UNDERWRITER will 
also publish a new “Annuity Digest,” 
which will ‘be ready shortly after the 
new annuity rates are made available 
and will give a very detailed exhibit of 
annuity, retirement and investment con- 
tracts issued by all life companies. 

It is thought by some that the Unique 
Manual Digest and the smaller books 
as the Little Gem Life Chart are for 
use only in competitive cases. As a 
matter of fact, they can be used most 
successfully to eliminate competition. 
Prospects frequently say as an excuse 
they are considering a contract in an- 
other company and would like to think 
the proposition over before making a 
decision. The agent equipped with the 
facts available in the Unique Manual 
Digest immediately meets this objection 
and calls the prospect's bluff. 

The Unique Manual Digest has many 
other uses. For example, an agent who 
wants a policy which his company does 
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not write can find out what other com- 
pany accepts this kind of business. The 
mark of an up-to-the-minute general 
agent or agent is that he is equipped 
with accurate facts and figures on life 
insurance which he can only secure from 
the Unique Manual Digest. The book 
costs $5 a copy and can be ordered di- 
rect from THH NaATIonAL UNDERWRITER. 


St. Louis Merger Approved 





American National, Central States Deal 
Validated—To Pay No Surrenders, 
Loans for Three Years 





JEFFERSON CITY, MO., June 29. 
—At the conclusion here of a two-day 
hearing a special commission composed 
of the commissioners of Arkansas, Mis- 
souri and Oklahoma approved the con- 
solidation of the American National and 
the Central States Life, both of St. 
Louis. The merger contract authorizes 
the new company to withhold cash sur- 
renders and loans to policyholders for 
three years, but the special board can 
lift or change these restrictions at any 
time. The new company is to be known 
as the Central States Life and will have 
approximately $113,000,000 of insurance 
in force. 





NWNL_ Generac AGENTS 


HAVE BEEN SELECTED WITH 


THE GREATEST CARE 


* 


J NWNL chooses as general agents only those men 
who have the capacity to build substantial agencies. When, 
after he has been interviewed in his home city by a Com- 
pany representative, a candidate for a general agency is 
favorably considered, he is invited to the Home Office. 
There he sits down with each of the officers and depart- 
ment heads, learns the aims and aspirations of NWNL, its 
methods and routines, and in turn gives them an opportunity 
to know his ideas and objectives. This exchange of views 
develops mutual understanding and provides a sound basis 
for a permanent business association. 

Perhaps this explains why NYNL has fewer general 
agencies than any company of its size—and more big ones. 
To a remarkably great extent NYNL agencies are either big 
or on their way to substantial size. A general agency con- 
tract with this company is a valuable franchise. 


* 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD. passiocxt 
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Hall Lists Seven 
Requirements His 
Agency Calls For 








The talk of J. Elliott Hall, general 
agent in New York City for the Penn 
Mutual, before the general agents and 
a group of special agents at Cincinnati, 
caused so much interest that a group 
gathered about him after his speech and 
detained him until his train left for New 
York. 

“The only difference between me and 
most other men,” said Mr. Hall, “is that 
in 1915 as an agent I started to keep 
records, principally to survey my weak- 
nesses. That is why none of my as- 
sociates can come to me now with a 
problem I haven’t encountered. 

“Since 1924 we have kept careful rec- 
ords in our agency. From those rec- 
ords [ am able to prove that: A com- 
pany’s volume goes up or down in exact 
proportion to the number of lives paid 
for and as lives increase the average 
size of the policy increases.” 

Seven Requirements Cited 


Mr. Hall laid down a schedule oi 
seven minimum requirements in Octo- 
ber, 1932, which are: Must plan work 
the night before; Must turn in a report 
of work done before 10 o'clock the next 
morning; Must attend all meetings of 
the agency held for his benefit; Must 
make 30 calls a week—six per day for 
five working days; Must make as a 
minimum two sales talks a day (a sales 
talk is a complete organized talk after 
diagnosing need, and with an honest 
effort to close); Must have one lunch- 
eon appointment a week (if you can 
make but one sales talk a day make it 
between 12 and 2 o'clock over the lunch 
table); Must get ten new prospects per 
week (prospects, not names). 

“Do you know how many hours you 
spent last year talking life insurance 
in the other fellow’s office?” asked Mr. 
Hall of his audience. “In my office, 
records of 85 men showed in 1932 they 
made .43 percent of a sales talk a day.” 

More Men in Business 


Mr. Hall believes that four years 
hence there will be more men in the 
business than there are now and that 
75 percent of them will be new men; 
men who are willing to go out and make 
the calls and write the lives. 

From records Mr. Hall showed that 
men who have come into the business 
since 1930 are writing more business 
than members of the old guard. For 
example, the first two months of 1930, 
20 members of the old guard paid for 
$1,677,000; in 1933 the same 20 men in 
January and February paid for $179,808. 

The same records show that the new 
men are having approximately twice as 
many sales talks per week, getting bet- 
ter than twice as many new prospects 
per week, having two and a half times 
as many luncheon appointments, writing 
twice as much business, as the older 
men. 

“The thing you are first taught to do 
and never did very well, that is, pros- 
pect intelligently, is the thing you have 
to do today,” says Mr. Hall. “Of the 
7,000,000 people in New York, only 137,- 
000 make $5,000 a year or more. You 
can’t all write presidents, some of you 
have got to write the cooks, chauffeurs. 
mechanics, garage-keepers, merchants 
and clerks.” 


Life Notes 

No date has been set for a hearing 
on a petition for receivership of the 
Farmers Union Mutual Life, an affiliate 
of the Iowa Farmers Union. Action 15 
suspended indefinitely. There is a pos- 
sibility that receivership may not be 
pressed in this instance. 

The following men have been placed 
in charge of Western & Southern offices 
J. M. Hartnett, St. Louis West; Gilbert 
D. Hansen, Springfield, Il.; A. T De- 
Vaul, Akron, and C. M. Wolcott, Canton 
O. The Barberton, O., office has been 
added to the Akron district. 
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Silver Jubilee 








R. C. NECUENDORFFER 


Secretary R. C. Neuendorffer of the 
Guardian Life was tendered a luncheon 
by his associates in honor of his com- 
pletion of 25 years of service with the 
company. His great hobby is boating. 
President Carl Heye in speaking for 
the officers presented him with a col- 
lapsible rubber boat. 


Lincoln National’s Meeting 


Annual Convention of the Agents Will 
Be Held Next Month in 
Chicago 


rhe completed program for the con- 
vention of the Lincoln National Life 
has been announced by Vice-President 
A. L. Dern, to be held July 10-12 at the 
Edgewater Beach hotel in Chicago. 

Widely known speakers will be on 
the program including: Dr. S. S. Hueb- 
ner, of Philadelphia; Dr. Morris Fish- 
bein, editor “American Medical Jour- 
nal”; A. F. Hall, president Lincoln Na- 
tional Life; F. B. Mead, executive vice- 
president Lincoln .National; Alfred 
MacArthur, president of Central Life 
of Illinois; A. E. Patterson, general 
agent Penn Mutual Life at Chicago. 

J. R. Hastie, Mutual Life of New 
York at Chicago, retiring president 
Chicago Life Underwriters Association, 
will give the welcome address. J. L. 
Lawrence, assistant Texas general 
agent of the Lincoln, J. S. Braunig, St. 
Louis general agent, and H. C. Law- 
rence, Newark, N. J., general agent, 
will speak the second day. 

Following the adjournment July 12, 
a special trip to the home office in Fort 
Wayne is arranged for those who care 
to take it. This will include breakfast 
at the home office Thursday morning, 
iollowed by an inspection trip during 
the day. 


Den C. Lewis Dies at Home 
on Eve of Taking Office 


PIERRE, S. D., June 29—Don C. 
Lewis of this city, former insurance 
commissioner, who had been reap- 
pointed to take office July 1 but re- 
signed, due to ill health, died at his home 
here this week from an incurable mal- 
ady. Mr. Lewis for the last two years 
had been at times unable to carry on 
but subsequently seemed to rally and 
it seemed highly desirable to restore him 
to his old office as he was with the po- 
litical party in power. He was the 
official host when the National Conven- 
ton of Insprance Commissioners met 
at Rapid City, S. D., a few years ago. 
le was popular with the commission- 
‘rs and with insurance people. Mr. 
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New Annuity Contract Is 
Offered by Metropolitan 


The Metropolitan Life has announced 
a retirement annuity contract effective 
July 6, together with a general annuity 
rate increase in line with other compa- 
nies, effective the same date. 

The retirement contract provides for 
a monthly income commencing on the 
anniversary of the contract nearest age 
55, 60, or 65, as selected by the an- 
nuitant. After the monthly income be- 
gins its payment is guaranteed for 90 
months and as long thereafter as the 
annuitant lives. If the annuitant dies 
before receiving 90 monthly payments, 
the remaining payments are commuted 
at 3% percent compound interest and 
paid to the beneficiary in one sum. 

The contract has been designed to 
be extremely flexible. On any anni- 
versary after the annuitant has attained 
age 50 and prior to the retirement age 
originally decided on, election may be 
made to have the cash surrender value 
applied to purchase an annuity for a re- 
duced amount but with payments com- 
mencing immediately, the annuitant may 
also postpone the effective date beyond 
that originally selected but not later 
than age 70 and keep on makng pay- 
ments, in which event the excess cash 
value may be used to buy an annuity 
for an increased amount. 

At the retirement age the annuitant 
has also the option of a minimum guar- 
anteed income form or a survivorship 
annuity. The death benefit during the 
premium paying period is slightly more 
than the cash surrender value during 
the first six years the contract is in 
force after which time they are iden- 
tical. Waiver of premium may be pur- 
chased on the new contract. 

The rate for an annuity of $100 a 
month for men at age 35 beginning at 
age 55 is $631.82; beginning age 60, 
$409.13; age 65, $272.83 

The Aetna Life will soon announce 
higher single premium annuity rate 
schedule effective Aug. 1. 

Annuity rate increases have been an- 
nounced by the Prudential and the Con- 
necticut Mutual Life. 


Bidders 


Advisory Board Opens Negotiations for 
Illinois Life Reinsurance—Manage- 
ment Basis Possible 


Interview Various 


Negotiations for another reinsurance 
deal for the Illinois Life, following with- 
drawal of the bid of James S. Kemper, 
moved slowly this week, while the ad- 
visory committee of three attorneys held 
meetings with various interests which 
had filed bids some months ago. Some 
of these were interviewed Friday, others 
Wednesday, and a third meeting was 
projected for this Friday. 

The meetings were with some com- 
panies which had practically withdrawn 
their offers due to the belief that some 
arrangement would be reached with Mr. 
Kemper. Their interest has been re 
vived. 

It is understood that the three attor- 
neys are seeking to provide a set-up 
which will make imposetble lengthy de- 
lays due to objections of various inter- 
ests, such as occurred over the Kem- 
per offer. The committee plans to move 
expeditiously as soon as a bid can be 
selected. 

Unless a reinsurance deal can be ar- 
ranged it is probable that the Illinois 
Life business will be turned over 
to an Illinois company to manage on 
a fee basis. 


Lewis was born Oct. 14, 1884, at Patch- 
grove, Wis. He was educated at the 
state normal school at the University 
of Minnesota. He became a local agent 
at Highmore, S. D., in 1918. He was 
appointed insurance commissioner in 
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Dramatized 


presentations and com- 
prehensive prospecting 
plans, which capitalize 
the foundation laid by 
national advertising, are 
tools which have made 
“Merchandised Selling” 
so effective in these ab- 


normal times. 
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THE ENDS WON’T 


MEET 


There’s a new answer to life insurance problems 
in the Mutual Benefit’s new type of ordinary life 
contract. Constructed with a minimum invest- 
ment element, yet avoiding the disadvantages 
inherent in term insurance, it offers the highest 


type of permanent protection at a minimum of 


initial outlay. 


THE MUTUAL 
BENEFIT 


LIFE INSURANCE COMPANY #® NEWARK, NEW JERSEY 
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GROWING UP FAST 


America is growing up fast, says the statistician. 
More old people, fewer children, is the outlook. 
Increasingly, therefore, Fidelity’s Income for Life 
plan will prove attractive. Increasingly, will there 
be a demand for its guaranteed life income. 


Fidelity Originated This Plan 


The first “Income for Life” policy was written 
December 24, 1902, and each year since there has 
been a wider acceptance of its unique provisions. 
In addition, Fidelity provides a variety of policy 
forms to fit modern needs: Low Rate Life, Fam- 
ily Income, Disability—income and waiver of 
premium, accidental death benefits. 


Send for booklet 
“The Company Back of the Contract” 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 




















Lichtenberg Now 1 ioe 
of Ohio Life Underwriters 


DEPARTMENT OFFICIALS TALK 
Annual Meeting Held in Columbus Is 
Full of Interest—Plan Educa- 
tional Campaign 


COLUMBUS, O., June 29.—F. A. 
Lichtenberg of Columbus, general 
agent of the Massachusetts Mutual, 


who has been secretary of the Ohio As- 
sociation of Life Underwriters for sev- 
eral years, at the annual meeting was 
chosen president to succeed C. Vivian 
Anderson of Cincinnati, who was unani- 
mously endorsed for president of 
the National Association of Life Un- 
derwriters. Other officers elected are 
as follows: Vice presidents — Ray 
Hodges, Ohio National, Cincinnati; and 
W. E. Baker, Pacific Mutual, Cleveland; 
secretary-treasurer, J. B. Davis, Penn 
Mutual, Columbus, treasurer of the 
Columbus association, having recently 
retired as president. Trustees—C. 
Anderson, Cincinnati; F. S. Ashley, 
Youngstown; Mason Lytle, Dalton; B. 
F. Taylor, Toledo; E. E. Noyes, Akron. 
President Anderson and B. W. Gear- 
heart, counsel for the association, gave 
a report of the year’s legislative activ- 
ities, investment of the funds of wards 
in annuities, circulation of false reports 
regarding the financial gg» of in- 
surance companies, etc. Mr. Gearheart 
said that the statutes on twisting had 
been tightened and that steps had been 
taken to keep insurance from being 
made the dumping ground for men who 
had failed in other lines of business. 


Other Speakers Heard 


Other speakers were L. H. Kreiter, 
deputy superintendent of insurance; W. 
A. Robinson, actuary for the Ohio de- 
partment of insurance; Raymond 
Rhoads, Columbus, who was active in 
legislative work, and Mr. Hodges, who 
was chairman of the committee on con- 
stitutional changes. 

At a meeting of the officers and presi- 
dents of the local associations, Presi- 
dent Anderson laid before them a plan 
for an educational campaign in Ohio 
and suggested the election of a perma- 
nent executive secretary. These were 
given approval and were in_ turn 
adopted by the association. 

It was decided to hold the next an- 
nual meeting in Cincinnati. 


Dr. Flansburg Is Medical 
Director of Bankers Life 


Dr. H. E. Flansburg has been elected 
medical director of the Bankers Life of 
Nebraska to fill the vacancy caused by 
the death of Dr. A. R. Mitchell. Dr. 
Flansburg has been with the company 
since 1912, later being appointed assist- 
ant medical director. He was gradu- 
ated from Rush Medical College in 1910 
and served his interneship in the Cook 
County hospital in Chicago 


Jefferson Standard Life’s 


Fine Conservation Contest 


the home office of the 
Jefferson Standard Life May 15, and 
continuing through June 15, company 
cashiers made an intensive drive for re- 
instatements in honor of Karl Ljung, 
manager of the conservation department 
whose birthday was celebrated June 15. 
Thirty-six cashiers participated in the 
campaign which resulted in the restora- 
tion of a $1,500,000 of lapsed business 
by the agents. The figures represent 
the most successful month enjoyed by 
the conservation department since Oc- 
tober 1930. 
Branch 


Launched by 
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President Arnold of 
Midland Mutual Dead 





































HARRY B. ARNOLD 


COLUMBUS, O., June 29—H. B. 
Arnold, president of the Midland Mu- 
tual Life, died suddenly at his home 
early Wednesday morning from a heart 
attack. The Midland Mutual office 
force had the annual picnic Tuesday 
but Mr. Arnold had some important en- 
gagement that kept him at his office 
until the middle of the afternoon. He 
felt some distress in his head but re- 
garded it as nothing important and 
went home to rest. About 10 p. m. 
Dr. A. R. Stone, medical director of the 
Midland. Mutual, was called to Mr. Ar- 
nold’s home as he was suffering more 
pain. He stayed with him for a couple 
of hours and then felt his patient was 
in good shape. He was found dead in 
his bed. He is survived by his wife, 
a son, Barclay, who graduated last 
week with high honors at Princeton 
University, and a daughter, who is at- 
tending a college in the east. 

Mr. Arnold was born Jan. 28, 1867, 
at Mt. Vernon, O. He was a practic- 
ing attorney in Columbus and drew the 
charter for the Midland Mutual. He 
was a director from the start and as 
vice-president looked after its invest- 
ments and legal matter. He was elected 
president in 1924. He was formerly 
chairman of the Legal Section of the 
American Life Convention and was 
elected president of the convention in 
1925. Mr. Arnold was a man of ster- 
ling worth, one of high ideals, who was 
a tower of strength in life insurance 
in his state and the west. 


General Agency at Memphis 


The New England Mutual Life an- 
nounces the opening a a general agency 
in Memphis, and the appointment of ¢ 
D. Richardson as general agent. It 
takes the place of a branch office main- 
tained in Memphis for many years by 
General Agent E. D. Rolston. It gives 
the company a complete field organ- 
ization in the state, with headquarters 
for eastern Tennessee at Chattanooga, 
under Mr. Rolston, and for middle 
Tennessee at Nashville under D. © 
Brandon. 

Following the death of W. B. 
general agent of the New E ngland Mu- 
tual Life for seventeen years at Salem, 
Mass., the company has appointed, R. P 


Miller. 


Dawe, 


groups, the position of each being de- 
termined by the volume of business 
There were four groups, the prizes 
each of the several groups being won 
by Carlyle Gee, Charlotte Agency, Ed- 
die McCaskill, Jacksonville Agency, 
Mrs. J. C. Wood, Birmingham agency, 
and Miss M. E. Corbell, Wichita Falls 
agency. 
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Life Insurance Is 
Still a Good Buy 


(CONTINUED FROM PAGE 3) 


mediately following the banking crisis, 
have been available for the purchase of 
income contracts 
Mr. Linton said annual premium life 
insurance, especially the old age endow- 
ment, offers one of the best possible 
ways of providing an income for one’s 
declining years and no other avenue oi 
saving or investment is more likely to 
deliver the desired protection when it 
is needed than is life insurance. 
Advantageous 


There is much comment today that 
the protection and investment features 
in the life contract should be separated 
and individuals left to handle their own 
investments. Mr. Linton finds that se- 
curity in the combined life protection 
and investment contract is the great 
argument for it. Security of life insur- 
ance rests upon conservative, diversified 
investment and large volume of pre- 
mium and interest income, equal an- 
nually in recent years to about 20 per- 
cent of accumulated reserve. This great 
income has continued to flow into the 
companies even in the period of deep 
depression, differentiating it from other 
financial institutions. There is in the 
old line legal reserve contract the ben- 
efit of diversification and high char- 
acter of investments 

It is important to realize how com- 
paratively sheltered are life insurance in- 
vestments from economic storms that 
do great damage to investments gen- 
erally. Taking into account the magni- 
tude of the sums involved, losses prob- 
ably will be relatively small. 

Appreciation in principal is not one 
of the claims made for the investment 


Combined Features 


element of the life contract Changes 
in principal’ value imply speculation, 
which is alien to life insurance. The 


man who seeks appreciation of principal 
must invest elsewhere and be prepared 
to risk depreciation in principal. 

Mr. Linton discussed the questions 
of marketability and collateral value. He 
pointed out that the policy restrictions 
on unlimited withdrawals were neces- 
sary. The throwing of large quantities 
of securities on the market to meet a 
panic run would have seriously under- 
mined the already weakened economic 
structure of the country. The restric- 
tions have been very largely lifted 


Invaluable Credit Function 


During more than three vears of de- 
pression, when to sell other investments 
was to suffer severe depreciation and 
loans were difficult or impossible to ob- 
tain through normal channels, policies 
were performing a valuable service as a 
Source of credit immediately available 
at a predetermined rate of interest with- 
out depreciation. The policyholder may 
cenhidently count on his policy to pro- 
vide a sturdy financial anchor to wind- 
ward, Mr. Linton said If a sound 
banking system is built up, the chances 
are that there will be no future inter- 
ruption of the normal cash and loan 
value service of life insurance. 

Mr Linton’s striking illustration in 
his address of several years ago, of the 
mcome return upon the investment ele- 
ment in life insurance, needed only 
minor revisions to apply to date, he said. 
Formerly he calculated there was a com- 
pound interest yield of more than 5% 
Percent on an ordinary life policy bought 
at age 35 and carried through to 
65. He recalculated this illustration for 
the same ten companies previously used, 
allowing for an average reduction of 
25 percent in policy dividends and found 


age 


arate of 4.7 percent compound inter- 
est He finds this a very good show- 
mg tor an investment as secure and 
dependable as that offered by life in- 


surance 


Inflation, of Mr. Linton said, 


-ourse, 


IS a Subject of great importance to hold- 
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people may anticipate a price level fluc- 
tuating within the limits set by past 
experience. 

However, no form of investment, 
bonds, mortgages, life insurance, com- 


mon stock, preferred stock, can be pur- 
chased with assurance it will have max- 
imum purchasing power at any particu- 
lar future moment. 

Altogether he finds life agents have 
something magnificent to offer the pub- 
he; they can out with renewed faith 
in their institution. 


Andrew, Clark Co-Receivers 
for the Royal Union Life 


y 
go 


(CONTINUED FROM PAGE 2) 


of the receiver.” Ordinarily, on the 
merits, he said, he would prefer to ap- 
point an independent receiver. 

Commissioner Garfield Brown of 
Minnesota and Deputy Commissioner 
George Brewster of Kansas were 
present. 

Commissioner Clark took the stand 
io explain two reports of an examina- 
tion of the company conducted by a 
group of commissioners of middle west- 
ern states. One report on the company 
as a liquidating concern was confidential 
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and the other, based on its status as a 
going concern, was made public at th 
time Dec. 31, 1932) and was use¢ 
as the basis for a loan of approximately 
$700,000 trom the Reconstruction Fi- 
nance Corporation, on which about $1,- 
300,000 of the company $s securities were 
withdrawn from deposit with the com- 
missioner. Mr. Clark, in defense of his 
action in permitting the withdrawal of 
the securities, said the proceeding 
entirely regular and it did not leave the 
deposits short, as claimed by attorneys 
He declared the company 


l 


(as ol 


Was 


Cross 


| had ample other securities ready to file, 





with the release of the securities in ques 
tion, and that they were available on 
call \ second loan from the R. F. ( 
was pending at the time the Gross suit 
was instituted and the loan was held up, 
Mr. Clark said, pending outcome of that 


case His testimony apparently satis- 
fed the court as to Mr. Clark's integrity 
in the matter and served to rebut the 


contention of the Gross, as 

to irregularities. 
\ statement of 

the Royal 


process of compilation by 


petitioner, 


the and liabil- 
Union is still in the 
Receiver An 


assets 


ities ol 


drew A policyholders’ committee is 
in the process of formation here \ 
general agents’ committee already has 
been formed and has established an 


Building i 
ermanent Clientele 








office in Des Moines Members of that 
committee are R. \W Brooks, Philadel 
phia, chairman; J. W. Stondt, Canton 
‘).: Otto Lange, Dubuque: Earl Mercer, 
Kansas City, and Karl Gauldin Sioux 
City ’ 

The receivers have dismissed all ex 
ecutive ofhcers and half of the em 
ployes Officers released were \W K 
Herndon, chairman of the board; S. A 
Apple, president; C. G. Anderson and 
J. J. Shambaugh, vice-presidents; B. M 
Kirk, .secretary-treasurer, and Dr. Phil 
Watters, medical director 


Missouri Appointments 


Miss Catherine McGrath, who is with 
the “Insurance Review” of that city, 
has been appointed St. Louis deputy for 
the Missouri department and has just 
completed checking the securities depos- 
ited with the department by companies 
with home offices in St. Louis. Owen G, 
Jackson, St. Louis attorney, is acting 
as financial adviser for the department 
there. 

The two appointments were made by 
Superintendent Thompson at the sug- 
gestion of R. E. O'Malley of Kansas 
City, who will soon succeed Mr. Thomp- 
son as head of the department. 














HIS does offer a definite and well ordered plan of building a 

clientele which you can continuously service to their profit and 
to yours. It should make your work, over any period of years, far 
easier and more pleasant. It should solve the problem of prospect- 
ing. It should avoid, to a great extent, those unproductive periods 
which come too often to life insurance men where business does 
not come because they have no one to see. It should, above all, 
offer that degree of permanence and economic security which is 
the goal not only of the life insurance man, but of everyone in 


every business and profession.” 


James A, Futton, President 
Home Life, in “Building a Permanent Clientele” 


> * > 


And to carry through this program of “Client Building,” the Home 
Life has completed for its field organization a full kit of client- 
building aids and a plan for their effective use. 


On Agency Matters 
Cecil C. Fulton, Jr. 


Superintendent of 


ETHELBERT IDE LOW, Chairman of the Board 


Our Client Building Plan 
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HomME LIFE INSURANCE COMPANY 


256 Broadway, New York 


JAMES A. 





FULTON, President 
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Peak Period of Organization 


UnpbovusrepLy the peak of organization 
of new life companies has been passed. 
The incentive to establish new institu- 
tions a few years ago was strong. With 
the investment situation acute and with 
the troubles that have confronted com- 
panies during the last three years still 
at hand it would be difficult to get sub- 
stantial backing for the promotion of 
companies although such might not be 
the case in particular instances. The 
door should never be shut to the or- 
ganization of new How- 
ever, the halcyon days when so many 
were organized has waned. 


companies. 


The “Insurance Salesman” of Indian- 
apolis has compiled some 
figures to show what has happened in 
10 year periods starting with 1900. In 
that year there were 61 
companies in this country with insurance 
$7,726,999,627, new 
$2,198,000,000, and taking all companies, 


interesting 


legal reserve 
in force business 


large and small, the average insurance 
in force per company was $126,672,125. 


In 1910 the number of companies had 
increased to 214, with insurance in 
force of $16,495,350,062, new business 
$2,557,180,305, an average of insurance in 
force $77,081,078. This great influx of 
companies followed the Armstrong in- 
1920, there 
companies with insurance in force $42,- 
281,390,527, $10,105,444,- 
804, an average in force per company 
of $155,446,288. 

In 1930 there were 326 companies with 
insurance in force of $113,667,731,828, 
new business $22,175,056,845, an average 
of insurance in force $348,674,024. 

Then coming to Jan. 1 of this year, 
it is found that the number of companies 
has decreased to 295, with insurance in 
force $108,290,757,814, new business $16,- 
555,396,741, average in force per com- 
pany $367,087,277. 

The peak period was in the year 1930. 
With the decrease in number of com- 
panies there was an increase of aver- 


vestigation. In were 272 


new business 


age amount in force per company. 


Better Feeling Now Seen 


Lire agents throughout the country re- 
port a much better feeling among the peo- 
ple and sales resistance is gradually break- 
ing. Even in rural communities those de- 
pendent on farming for their livelihood are 
anticipating better hence a 
income. People have appreciated 


prices and 
larger 
the solidity of life insurance as represented 
in well managed companies and hence as 
they have something to spend in excess 
of their living will gradually build up a 
protection estate. 

The record for life insurance sales in 
May shows that the month was off 10 per- 
cent below May of last year. This indi- 
cates that the sharp decreases per month 


as compared with the similar months of 
a year ago are being reduced. Various 
industries and lines of business are feeling 
something of the upturn. For the first 
of this year, life insurance 
sales were off 22 percent as compared 
with the similar period a year ago. In 
April the change for the better was seen. 
May followed with even a greater im- 
provement. The record for May is en- 
couraging and gives indication of a 
brighter day. New Jersey, Ohio, Missouri, 
Delaware, Kentucky, Utah and Oregon all 
showed an increase in business in May 
as compared with May, 1932. Business 
tru'y appears to be on the mend. 


five months 


Put to Severest Test 


PresipENtT Linton of the PRroviveENt 
MutTwat in his Chicago address took the 
position that there is no other form of 
investment like life insurance. Nothing 
stands as great a chance of remaining 


at par through as long a period and 


being as instantly available as does the 
life insurance investment value. Life 
insurance has been put to a most se- 
vere test and has not been found want- 
ing. There is ammunition in Mr. Lin- 
ton’s talk for daily use. 





PERSONAL SIDE OF BUSINESS 





Homer Guck, president of the Chi- 
cago “Herald & Examiner,” and well 
known to life insurance men owing to 
his connection with the Detroit Life 
some years ago as assistant to the presi- 
dent, will be the principal speaker July 
4 at Sault Ste. Marie, Mich., at the an- 
nual reunion of the 34th Michigan Vol- 
unteer Infantry regiment, which fought 
at San Diego in the Spanish American 
war. Mr. Guck served with this unit 
and was also a correspondent for the 
Detroit “Journal.” Mr. Guck has a 
wide acquaintance with insurance men. 

Ralph Wade, deputy commissioner of 
Michigan, is now able to be at his desk 
much of the time, after having recov- 
ered from a mastoid operation in a 
Lansing hospital. 

Insurance Director Lee Herdman of 
Nebraska has greatly improved physi- 
cally the past week, but inability to rid 
himself of a highly nervous condition 
that is reflected in his mental condition, 
causes attending physicians to pro- 
nounce his condition still serious. 

R. G. Good, statistician for the Ohio 
State Life, and Miss Evelyn J. Sim- 
mons were married a few days ago at 
the brides’ home at Willard. Employes 
of the Ohio State Life gave a’ party 
for Mr. Good. 


Ralph Montgomery, head of the pre- 
mium extension department of the Ohio 
State Life, commemorated his 25th birth- 
day anniversary by saving the lives of 
a boy and a girl at Indian Lake, near 
Lima, O. He was spending a few days 
in the Lima office during the absence of 
one of the officials of the agency, and 
while driving along the shore of the 
lake he saw the two struggling in the 
water 150 feet from shore. They had 
been thrown out of a canoe. Without 
taking off his clothes he plunged into 
the lake and rescued both. 

J. K. Bye, secretary-treasurer of the 
Ohio State Life, is now a grandfather, 
a daughter having been born to his 
daughter, Mrs. Leland L. Lord of 
Toledo. 

A brilliant address on “What to Do 
with Today” by H. K. Schoch, Detroit 
general agent of the Aetna Life, before 
the Life Underwriters Association -of St. 
Louis was cut short when Mr. Schoch 
was stricken with an attack of gall blad- 
der trouble. 

John G. Eaton, general agent at Fort 
Worth, Tex., of the Missouri State Life, 
underwent an abdominal operation at a 
St. Louis hospital June 24. His condi- 
tion is still critical. He has been with 
the Missouri State about 30 years and 
has been for many years one of its 
leading agents. 

S. T. Whatley, agency vice-president 
Aetna Life, is to be in Chicago Satur- 
day on a short visit to his old general 
agency there and plans to attend the 
Monday morning agency meeting. 


R. N. R. Bardwell has retired as 
supervisor of southern agencies of the 
Guardian Life on his 61st birthday. He 
is one of the oldest members of the 
field force in point of service. He spent 
practically his entire business life with 
the Guardian. He started as an agent 
in Atlanta, Dec. 20, 1896. Six years 
later he was made Georgia manager. 
Mr. Bardwell became southern agency 
supervisor about 25 years ago. 


H. H. Loughridge, 71, for 20 years 
general agent and for 14 years special 
agent at Lincoln. Neb., of the Equitable 
Life of Iowa, died there after an_ ill- 
ness of two months. Mr. Loughridge 
was a former president of the Lin- 





coln Life Underwriters Association 
and an active figure in the life 
surance business in Nebraska for many 
years. A son, Bryson Loughridge, is 
in life insurance work in Detroit. 

J. N. McLean, Jackson, Miss., general 
agent for the Penn Mutual Life, and 
Mrs. McLean will sail from New York 
this week for a tour of England and the 
continent, returning in the fall. 

A. P. Ballou of Macken & Ballou, 
general agents for the Mutual Life of 
New York in Detroit, delivered the 
commencement address at Madison 
high school in Royal Oak, a Detroit 
suburb, last week. 


T. M. McComb, vice-president and 
secretary of the Great Republic Life of 
Los Angeles, is receiving congratula- 
tions on the birth of his first child, a 
6%-pound son. 


Dr. J. E. Cowles, 78, for 30 years 
chief medical examiner at Los Ange- 
les for the Equitable Life of New York, 
died there from a heart attack after two 
months’ illness. 

A. C. Larson, Wisconsin state man- 
ager for the Central Life of Des Moines, 
has been elected president of the Mad- 
ison (Wis.) Lions Club. He addressed 
its June meeting on life insurance, in- 
augurating a series of educational ad- 
dresses to be sponsored by the club. 


C. Vivian Anderson of Cincinnati, 
president of the Ohio Life Underwriters 
Association, addressed the Kiwanis 
Club at Dayton a few days ago on 
“Estate Laws.” 

George G. Ball, 56, brother of D. E. 
Ball, president of the Columbus Mutual 
Life, died a few days ago at his home 
at Nahwah, N. J. After graduation 
from Ohio State University, Mr. Bal 
went east and had been with the Aetna 
Life for a number of years. 

A. L. Saltzstein, Milwaukee, general 
agent New England Mutual Life, is gen- 
eral chairman of some 400 Milwaukee 
Jewish men and women mobilized into 
teams for a campaign to raise funds tor 
the relief of distressed Jews in Germany. 

Tribute was paid to the late Young E. 
Allison, editor of the “Insurance Field,” 
by the Henderson County Historical 
Society at Henderson, Ky., as a dis- 
tinguished native son. William Fortune, 
Indianapolis historian, discussed the lie 
of Mr. Allison and his literary career. 
Dr. J. C. Bay, Chicago, spoke on 
“Young E. Allison as a Man,” paying 
eloquent tribute to his character and 
sterling qualities. “As a Man of Let- 
ters” was to have been discussed by 
Meredith Nicholson, Indianapolis, but 
he was unable to be present. 


Indiana Actuaries Entertained 


The People’s Life of Frankfort, Ind., 


entertained the Indiana Actuarial Asso- 
ciation at the Frankfort Country Club. 
Special guests included J. C. Kidd, tor- 
mer Indiana commissioner ; H. M. Woollen, 
President American Central, Indianap- 
olis, and E. B. Raub, vice-president In- 
dianapolis Life, in addition to the officers 
of the People’s Life. 


Savings Bank Men Elect 


At the annual meeting of the Savings 
Bank Life Insurance Association ©! 
Massachusetts, held in Worcester, Ralph 
Bell of the Massachusetts Savings Bank 
of Boston was elected president and 
Graham W. Hinkley of Brockton chait- 
man of the executive committee. 
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Set 
To Go! 





The B. M. A. is among those that have not 
waited for improved conditions to prepare for 
the forward movement. 

The entire past year has been devoted to a 
general reorganization of both field and home 
office set-up, in order to eliminate any weak- 
ness that might exist. 

New sales aids have been prepared, includ- 


ing: 
SALES PLANS 
REFERENCE COURSE 
CIRCULARIZATION MATERIAL 


All have either been newly prepared or brought 
up to date. Sectional meetings are now being 
held throughout the 30 states in which this 
Company operates, to fully acquaint the sales 
force with all of the advantages at their dis- 
posal, and to encourage aggressive action. 
The B. M. A. salesman is better equipped 
and better prepared to go forward today than 


he has ever been before, with a complete line of 


LIFE-ACCIDENT-HEALTH 
GROUP-ALL-WAYS 
POLICIES 


Business Men’s 





Assurance Company 








Kansas City, Missouri 


W. T. Grant, President 
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PATRICK HENRY SAID 


**T have but one lamp by which 
my feet are guided and that 1s 
the lamp of experience.’’ 


The Midland Mutual Life has 
paid its policyholders hundreds 
of thousands of dollars in extra 
dividends, over and above div1- 
dend schedules, while consist- 
ently increasing surplus pro- 
tection. 


Judging the future by the past, 
the record of this Company 
justifies full confidence. 


Rated “A” by Alfred M. Best 
Company. 


The Midland Mutual Life 


Insurance Company 


Columbus, Ohio 
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OBTRUSIVE, 


LIFE 


LIFE 


THAT 


=A mericAn Centra 


AN ARROW TO ITS MARK= 


INSURANCE FLIES UNER- 
RINGLY TO THE RESCUE OF MAN- 
KIND WHEN HELP IS MOST DIFFI- 
CULT TO OBTAIN ELSEWHERE AND 


WHEN AID IS MORE SORELY 
NEEDED THAN AT ANY OTHER 
. MOMENT IN LIFE. 


PICTURE A FRIEND— QUIET, UN- 
ALMOST UNAPPRE- 
CIATED —-WHO STANDS 
SIVELY BY WHILE THE FRUITFUL 
POWERS OF MANHOOD nad a 
THAT IS ESSENTIAL TO HAPPIN 
AND THEN—WHEN THE STORMS 
OF OLD AGE OR DEATH DRIVE 
AWAY LIKE STRAWS THE NORMAL 
SUPPORTS OF EXISTENCE AND 
ONE STANDS DESOLATE, EMPTY- 
HANDED, AND FORSAKEN—RUSHES 
INSTANTLY. FORWARD TO BEAR 


IMPAS. 


KKKEK 


THE BURDEN WHICH IS SO SUD- 
DENLY IMPOSED! IN DEED A 
FRIEND! 


TRUTHFULLY CAN IT BE SAID THAT 

INSURANCE SERVES BEST 
WHEN ALL ELSE IS AT ITS WORST; 
TS FULL VALUE 
REACHED UNTIL OTHEK VALUES 
HAVE DEPRECIATED OR VANISHED. 


“S$ NEVER 


Lire 





INSURANCE COMPANY 


INDIANAPOLIS, IND. 




















1933 AGENCY 
CONFERENCES 


Dallas - - June 26-27 
Chattanooga— 

July 10-11 
Pittsburgh— July 14-15 
Indianapolis— 

July 18-19 
Regional meetings de- 
voted to the study of 
current conditions as 

affecting sales 


THE PAN-AMERICAN 
BELIEVES IN THEM 


Meetings of agents—in the 
agency, in regional conferences, in 
national conventions—give those 
in attendance something impossi- 
ble to get elsewhere. 

But there are benefits other than 
mere "rubbing of elbows" in agen- 
cy meetings. The exchange of ideas 
is of tangible value in increasing 
knowledge and efficiency. The 
meetings form a definite factor in 
the development of agencies. 

The Pan-American carries this 
conviction into both its regional 
meetings and national conventions 
—while also encouraging meetings 
in the agencies themselves. This 
company believes most strongly in 
agency meetings. 

For agency information address 


TED M. SIMMONS 


Manager United States Agencies 








NEW ORLEANS, U.S.A. 


EDWARD G. SIMMONS, Vice Pres. & Gen Mér. 


CRAWFORD H. ELLIS, President 













PAN-AMERICAN LIFE INSURANCE CO. 
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NEWS OF THE COMPANIES 





Report on Atlantic Life Made 





Convention Examination of the Rich- 
mond Company Shows It to Be 
in Excellent Shape 





Report has been made of the conven- 
tion examination of the Atlantic Life 
of Richmond, Va., participated in by 
Virginia, Florida and Mississippi for 
the period covering three years ending 


Dec. 31 last. The report says: “The 
result of this examination indicates 
that the company has withstood in a 


creditable manner the adverse economic 
conditions prevailin~ for the past four 
years. Notwithstanding the fact that 
the bulk of its insurance in force is in 
states which have had no moratorium 
on policy loans and surrender values, it 
has met these demands promptly and is 
continuing to do so.” 
No Bonds in Defautt 

Examiners reported that no bonds 
were in default as to principal and inter- 
est and that the bond account is diver- 


sified with high grade issues in each 
class. 

In the mortgage records no large 
loans were found, the average being 


$3,650. The type of this security ap- 
peared to the examiners as being well 
selected, confined principally to small 
dwellings and business property. Over 
60 percent of the real estate acquired by 
foreclosure involved dwellings. The av- 
erage amount per parcel in this class was 
$4,241. The foreclosed real estate in- 
cluded no large items and no proper- 
ties of the single utility variety. 


Globe Life of Chicago Has 
Pride in Its Liquid State 


; The Globe Life of Chicago is now 
in a very satisfactory liquid condition, 
as 78 percent of- its assets are public 
utility bonds, being first mortgage obli- 
gations of operating companies. It has 
19 percent of its assets in first mort- 
gage loans on property in Chicago, all 
rent paying buildings. It has 2 percent 
in railroad bonds and 1 percent in mu- 
nicipals. Its cash on hand is $172,693. 
The Globe Life was not caught by any 
suspended banks. Its total assets are 
$3,449,310 and its surplus $365,093. It 
has not borrowed any money nor has it 
sold any securities to obtain cash. It 
has improved its cash situation right 
along. During the year it has made in- 
vestments in high grade marketable 
bonds. The net interest rate earned is 
4.5 percent. The Globe Life insures 
women at the same rate as men. 











Benefit Association Active 


director of pub- 
has been elected 
organized All- 


Rodney H. Brandon, 
lic welfare of Illinois, 
a director of the newly 
American Mutual Benefit Association of 
Springfield, Ill. C. W. Hadley, former 
assistant attorney general in IIlinois 
and former chairman of the Illinois com- 
merce commission, has been appointed 
representative in Du Page county. The 
Lloyd Realty Company of Chicago has 
taken on the representation of the All- 
American, F. B. Heiser of that organ- 
ization being in charge of the insurance 
work. 

Jack Abbey, secretary to former Gov- 
ernor Emmerson of Illinois, is presi- 
dent of the All-American and James R. 
Graham is director of agencies. 

In its direct-by-mail circulars, the 
All-American states, “The year 1933 
marks the birth date of All-American, 
and for that reason our members have 
the added protection of the very latest 


of Illinois insurance laws instead of 
antiquated and obsolete statutes and 
then the fact that the association’s 





treasury has not in its portfolio bonds, 
securities, mortgages, etc., of depre- 
ciated and doubtful value, purchased at 
inflated prices during the boom days. 
There need be no moratorium on mutual 
benefit protection.” 





Revive Assessment Concern 


G. W. Wickline and L. O. Napier, 
who operate the Lincoln Aid Associa- 
tion and the Fairfield Mutual Life As- 
sociation, have purchased the charter 
of the Independence Life, an assessment 
concern of Chicago under the 1893 act, 
having compromised the claims against 
that company and having had the re- 
ceiver dismissed. J. A. O. Preus, for- 
mer governor of Minnesota, who is now 
connected with W. A. Alexander & Co. 
of Chicago, was receiver for the Inde- 
pendence. The new owners are having 
policies prepared and expect to start 
the company up again soon. The offices 
are in the Old Colony Life building. 
W. F. Matz formerly operated the In- 
dependence. 





Central States-Home Life Pact 


The agreement under which the Cen- 
tral States Life took over the business 
of the Home Life of Arkansas has been 
amended so as to extend the loan and 
cash surrender moratorium to March 31, 
1935. The original agreement provided 
for a two-year moratorium on such val- 
ues to offset impairment of Home Life 
assets. The Central States will con- 
tinue to pay disability and death claims 
on Home Life policies as stipulated in 
the original agreement. In 1931 the 
company paid $228,622 on such claims 
and in 1932, $217,838. The amendment 
has been approved by the Arkansas and 
Missouri departments. 

George Graham, vice-president Cen- 
tral States Life, said when the original 
reinsurance contract was made it was 
believed that values could be restored 
in two years. Even under present con- 
ditions, however, the Central States Life 
has not sacrificed assets of the Home 
Life, but has made only a few exchanges 
of minor property. 


C. L. Wright Moved to Chicago 


C. L. Wright of the Federal Reserve 
Life head office is being transferred to 
Chicago where he will be engaged in 
servicing the business in that center. 
The Federal Reserve Life some years 
ago took over the Farmers National 
Life, which had its head office in Chi- 
cago and had considerable business in 
Illinois and surrounding states. Mr. 
Wright has been connected with the 
conservation department of the Federal 
Reserve since 1928, being transferred 
from the head office of the Farmers Na- 
tional Life. 





Capital to Be Reduced 


Stockholders of the Northwestern 
Union Life of Ottawa, Ill, are holding 
a special meeting this week to vote on 
the proposal to reduce capital from 
$161,500 to $113,050, by reducing the 
par value of the company’s 16,150 shares 
from $10 to $7. 





Turner with American Citizens 


Charles E. Turner of Cincinnati has 
become manager of the bond income de- 
partment of the American Citizens Life 
of Columbus. He formerly was with 
the Columbia Life. 





The District of Columbia court of ap- 
peals assessed $180 actual damages and 
$500 punitive damages against the In- 
dustrial Life & Health of Atlanta in 4 
ease involving the fraudulent substitu- 
tion of a new policy. The case w4s 
Myers vs. Industrial Life & Health 
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brings his total credit close 





LIFE AGENCY CHANGES 





Lining Up Agencies in Texas 


Connecticut Mutual, Which Has Just 
Entered State, Makes San An- 


tonio, Austin Appointments 


G. A. Holland of San Antonio has 
been appointed general agent of the 
Connecticut Mutual Life, which recently 
entered that state, for central and 
southwest Texas. Before entering life 
insurance work, Mr. Holland had been 
sales manager of the Alamo Food 
Products Company nine years. Two 
and a half years ago he joined the Elmer 
Abbey agency of the Aetna Life in San 
Antonio. roe that time he has had 
a record of one or more applications a 
week call was leading the Aetna agents 
in Texas in sold and paid-for business 
for this year 

Monte Burt, leading producer in 
Texas for the Northwestern National to 
June 1, has been appointed special 
agent in Austin, Tex., for the Connecti- 
cut Mutual. 


Jack Millard 


Jack Millard, San Antonio general 
agent of the Gulf States Life of Dallas 
before the merging of that company 
with the Texas Security Life, has been 
appointed general agent of the United 
Mutual Life of Indianapolis for San An- 


tonio and southwest Texas 


D. D. Johns 


D. D. Johns, for the past three and | 


one-half years neld assistant with the 
Central Life of Iowa, has been ap- 
pointed field supervisor of the Acacia 
Mutual Life at Washington, D. C 


M. G. Lasley 


M. G. Lasley has been appointed 
Louisville manager of the Fidelity Mu- 
tual Life, with offices at 1465 Starks 
building. He has been in the insurance 
business since 1923 


Claude H. Burnett 


Claude H. Burnett, home office super- 
visor for the Missouri State Life, has 
joined the American National of Texas 
as manager of its ordinary branch in 
St. Louis. 

Mr. Burnett joined the Missouri State 
Life in 1928 at Chicago. A year later 
he was sent to St. Louis as assistant 
branch manager and in 1932 he was ap- 
pointed branch manager at Nashville. 
Later that year he was appointed home 
office supervisor 


John E. Davis 


John E. Davis, general agent of the 
State Mutual at Cincinnati, who resigned 
recently, will return to his old connec- 
tion with the Massachusetts Mutual in 
Pittsburgh where he was a large per- 
sonal producer 


L. C. Furniss 


L. C. Furniss, for several years asso- 
ciate general agent for the State Mutual 
at Long Beach, Cal., has been appointed 
general agent for the company for outer 
Michigan with headquarters temporarily 
in Nashville, Mich., his birthplace 

Five years ago Mr. Furniss moved to 


California where he was with the North- 
western Mutual as district agent in Long 


Seach. In 1931, he became an agent for 


the State Mutual. He was shortly ap- 
pointed associate general agent in Long 


Beach where he operated a branch of- 


hee out of Los Angeles 


Life Agency Notes 
R. B. Brown, son of W. H. Brown, Co- 


lumbus, O., manager of the Mutual 
Benefit Life, who has just graduated 
from Ohio State University, will enter 





insurance with his father. 
just returned from a visit 
office. 


Claude De F. Bartrum, for 
i years with Northern Life 
. has been named as assistant 
Oregon and Washington 
Continental Assurance of Chicago. 
supervise the salary saving, 
non-cancelable accident and 
department. 


visitor at Chi- 


bined forces of S 


He has been on a swing around 
*s, spending some 





CHICAGO NEWS 








York 


CLOSE RACE IN PRODUCTION 


is a great race in the 
Lustgarten agency of the Equitable of 
Y in Chicago between its two 
producers, John Morrell 
y Steiner. Last year until 
December it appeared as if Mr. 
would win out, but Dec. 31 Mr. Morrell 
paid for approximately 
first place in the agency 
This year to date Mr. Steiner ~~ some 


paid for and Mr. 


$800,000. Mr. Steiner, however, 
a large life annuity case 


ment of the Chicago 


Actuarial Club was 
held at the Rolling G , ; 


Glover, well known independent actuary, 
was chairman of the golf committee. 


TWO BIG CASES WRITTEN 


$700,000, 
for the 


cidedly is picking up, 
reported this week are 


not completely 








Another is a case written by 








Harry Steiner of the L.ustgwarten agency 
of the Equitable of New York in Chi- 
cago, amounting to $100,000 life insur- 
ance and $225,000 annuity. The initial 
premium is close to $120,000 and the 
annual life premium amounts to more 


than $3,000. . 
* 
CENTRAL DEPARTMENT MERTING 


The postponed spring meeting of the 
central department of the New York 
Life was held in Chicago, Vice-Presi- 
dent L. Seton Lindsay representing the 
home office and giving an address. R. 
E. Whitney, inspector of agencies cen- 
tral department, presided. Agency Dt- 
rector D. H. Bailey of the west side 
branch gave some ideas on selling this 
year and W. F, Staecker, agent in the 
central branch, spoke on “A New Day 


Is Coming.” 
* 
HUEBNER TO TALK TO Cc. L. U. 


Dr. S. S. Huebner of the University 
of Pennsylvania will be in Chicago July 
10 and will speak before the C. L. U 
men and perhaps a joint meeting will 
be held with the Chicago Life Under- 
writers Association. During the day 
Dr. Huebner will be available for con- 
sultation by the C. L. U. people 


Dr. S. S. Huebner’s book, “Eeonemics 
of Life Insurance,” can be obtained from 
The National Underwriter $2.50 
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are available for new men with the Minnesota 
Mutual who are willing to study, accept 


direction and who can manage their own time. 


THE MINNESOTA MUTUAL LIFE INSURANCE 


Saint Paul, 


ORGANIZED SELLING METHODS 


Minnesota 




















June 30, 1: 











Business Builders 


a + 


In the complete and varied assortment of sell- 
ing helps provided by the Company, Guardian 
Fieldmen have found common sense solutions of 
many of today’s production problems. 


Originated and tested in the field, these new 
and unique business builders are helping Guardian 
Fieldmen to open the door to sales with marked 
frequency and regularity. 


+ « 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


50 UNION SQUARE - + NEW YORK CITY 




















Girard Life Insurance Company 
Philadelphia, Pa. 


Has excellent General Agency openings 
in Ohio, Pennsylvania and Michigan 
Generous first year and renewal commissions. 
Low net cost policies. 

We seek General Agents of high character and ability, who are will- 
ing to devote efforts to building a real General Agency. 
When writing give us a fair word picture of yourself and your insur- 
ance experience. 


Your correspondence will be treated confidentially until 
such time as we have your permission to make inquiry. 














OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 











INSURANCE 


THE UNITED STATES LIFE Uk 
Organized 1850 In the City of New York Non-Participating Policies Only 
Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 


























LIFE COMPANY 


CONVENTIONS 





General Agents in Conference 


Bankers Life of Nebraska Men from 16 
States Attend Convention at Home 
Office in Lincoln 








LINCOLN, NEB., June 28.—The 
Bankers Life of Nebraska was host to 
36 general agents from the 16 states in 
which it operates for two days. The 
sole topic for discussion was the best 
method of building up agency organiza- 
tions. A. B. Olson, manager of agen- 
cies, presided and led the debates, most 
of the general agents contributing to the 
symposium. The topics included an an- 
alysis of territory needs in terms of man 
power, so that the right type of agent 
might be secured; where the new man 
may be found, and how he may be sold 
the business; what to do with the new 
agent; schooling in field by general 
agent or in home school, and how gen- 
eral agent may assist in his success. 
Another interesting discussion revolved 
about how much a new agent needs to 
earn to keep him on the job, and what 
ought to be done to guarantee a mini- 
mum income. 

H. S. Wilson, president, welcomed 
the agents, stating that the financial con- 
dition of the company as well as its in- 
vestment position had been materially 
improved and that as far as it is con- 





cerned the moratorium is no longer 
needed. He said that farmers are not 
only feeling better, but they are paying 
delinquent interest. 

C. P. Peterson, general counsel, said 
land values are improving and that this 
is materially strengthening companies 
that have exercised judgment in making 
loans. Human values are also increas- 
ing. Men have climbed up out of the 
dumps and are going about with heads 
up. Men have quit just hanging on and 
gone constructively to work. The fact 
that so many general agents were pres- 
ent, he said, was corroboration of his 
belief that times had definitely improved 
and the morale of all men along with 
them. 





Prudential’s New England Meeting 


A regional convention was held by 
the Prudential at Swampscott, Mass., 
with 325 agents in attendance. President 
E. D. Duffield said life insurance is one 
type of business which has held up well 
during the depression in comparison 
with other lines of activity and expressed 
great optimism for the future. Vice- 
Presidents H. B. Sutphen, Franklin 
D’Olier, in charge of administration, and 
J. P. Mackin were also present from 
the home office and spoke. Assistant 
Secretary A. E. N. Gray conducted an 
educational conference. 








PACIFIC COAST AND MOUNTAIN 





Hammond Los Angeles Head 


Elected President of Association There 
Following Successful Sales 
Congress 





LOS ANGELES, June 29.—W. M. 
Hammond, general agent Aetna Life, 
was elected president of the Life Un- 
derwriters Association of Los Angeles 
at the conclusion of its sales _ con- 
gress, succeeding M. H. Horton, New 
York Life. Wm. B. Stannard, Con- 
necticut General, is first vice-presi- 
dent; Guy Church of Santa Ana, 
president Orange County association, 
second vice-president, and Russell 
Hoghe, Aetna Life, treasurer. New di- 
rectors are Mr. Horton, Phineas Prouty, 
Massachusetts Mutual; Harry Van 
Cleve, Provident Mutual, and Erle Gil- 
bert, California-Western States Life. 

The theme of the sales congress was 
“Underwriting America’s Expectations.” 
J. W. Yates, general agent Massachu- 
setts Mutual, spoke on that topic at the 


morning session. He stressed life in- 
surance, which he termed the great 
emancipator of want, as a most im- 


portant factor in the economic recovery 
of America through the creation of 
financial independence of the individual 
by this institution. 

Farrell Is General Chairman 


Mr. Horton opened the sessions and 
then turned the gavel over to W. G. 
Farrell, Penn Mutual. general chairman, 
who spoke on “We Get What We Pre- 
pare For,” and presided as chairman 
thereafter. 

Mr. Hammond spoke at the afternoon 
session on “The Underwriters’ Oppor- 
tunity and Responsibility.” He directed 
attention to the welfare of the bene- 
ficiary as the important factor to be 
considered and one that should inspire 
dogged determination to awaken hus- 
bands and fathers to a sense of their 
responsibility to their wives and chil- 
dren. 

Mr. Yates gave the closing address 
on “What Price Prosperity” and dis- 
cussed in detail the sales methods which 





during his long years of experience he 
has found contributed to his success 





San Francisco Managers’ Slate 


SAN FRANCISCO, June 29.—Ray- 
mond Orth, manager Home Life at San 
Francisco, and L. F. Rice, general 
agent Connecticut Mutual Life, 
been nominated for president of the San 
Francisco General Agents & Managers 
Association. For vice-president the fol- 
lowing have been nominated: R. 4G. 
Minty, Jefferson Standard, and \W. R. 
Spinney, Franklin Life; secretary-treas- 
urer, G. F. McKenna, Penn Mutual, 
and H. V. Montgomery, State Mutual 
Life. Executive committee nominees 
are O. L. Zeus, Travelers; A. W. Carne, 
Equitable of New York; P. G. Young, 
Metropolitan; P. M. Jost, Sun Lilie; 
Clifford Henderson, Prudential; M. L. 
Fairchild, Connecticut General; D. E. 
Mooney, Peoria Life; K. L. Brackett, 
John Hancock; G. E. Archambeault, 
Northern Life, and C. W. Peterson, 
Phoenix Mutual. Balloting is done by 
mail. 


have 





Tognazzini to Be Named 
Commissioner by Rolph 





SAN FRANCISCO, June 29.—It has 


been definitely learned that Governor 
Rolph plans to present the name 0! 
Roland Tognazzini to the state senate 


17 for 


at the session commencing July 
confirmation as insurance commissioner 
succeeding E. F. Mitchell. r 


Governot 


Rolph indicated his desire to apport 
Mr. Tognazzini at the previous sesso? 
of the legislature but the name was "0! 


presented as it appeared that the nece* 
sary confirmation would not be torti- 
coming. Current gossip has it that ts 
opposition to Mr. Tognazzini, attorney 
with the building and loan commissio® 
of the state, still exists, and it is under 
stood that if the governor cannot eet 
confirmation, he will appoint D 
Cannon of southern California, : 
deputy United States attorney-gener 


yrmer 
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NEWS OF LIFE ASSOCIATIONS 





All Riding In or Riding Out 


J. L. Shuff Speaks at Indianapolis Asso- 
ciation’s Annual Meeting—M. W. 
Lammers New President 





]. L. Shuff, general agent Union Cen- 
tral, Cincinnati, speaking at the annual 
meeting of the Indianapolis Association 
of Life Underwriters, said every under- 
writer is either “riding into” the business 
or “riding out” of it. There is no stand- 
ing still. “If you want to be in the 
insurance business,” he said, “you've got 
to have a program. The man who 
doesn't make new contacts every week 
is ‘riding out.’” Under present condi- 
tions it is necessary to make more con- 
tacts than ever to be successful. He 
paid tribute to the industrial life man 
as the only true worker in the business, 
and this statement was applauded. 

It is poor policy to disturb people's 
minds on their life insurance. His com- 
pany has been criticized, he said, by 
competitors for owning real estate— 
“farms here in Indiana on which you 
fellows won’t pay interest.” Other 
companies have been pointed at because 
i their railroad stocks and bond hold- 
ings, but such practices are out of line 
and not good business for the one who 
uses them as well as those against whom 
they are directed. 

“We've all got to 
values,” he declared. He also urged the 
sale of smaller policies. “You may not 
make as much money,” he conceded, 
“but vou will have better renewals.” 

E. A. Crane, retiring president, out- 
lined the achievements of the year, 
which closed with a paid-up membber- 
ship of 466. <A table of 12 past presi- 
lents had the place of honor. 


stop selling cash 


New officers are: President, M. W. 
Lammers, American Central: vice- 
presidents, C. F. Maetschke, Pruden- 


tial, and J. L. Rainey, Guardian Life; 
secretary, H. E. Nyhart, Connecticut 
General; treasurer, E. R. Blackwood, 
Metropolitan. 





| Elected in Chicago 











P. G, 


DALLWIG 


P.G. Dallwig, New England Mutual, 
Was elected vice-president of the Chi- 
€80 Association of Life Underwriters. 
Mr. Dallwig for three years has edited 
Life Values,” monthly publication de- 
Yoted to educational material, published 
Y the association and sponsored by 
ago trust companies. He is orig- 
nator and publisher of the Dallwig rec- 
- and a substantial ‘producer. His 
‘ction virtually assures him the presi- 


Hold Newark Sales Congress 





Sponsored by Northern New 
Jersey Association 

NEWARK, June 29.—The fundamen- 
tals of successful selling in any line of 
business were outlined by H. W. Abbott, 
general agent Massachusetts Mutual, 
Pittsburgh, at the sales congress of the 
Life Underwriters Association of North- 
ern New Jersey. Among the most im- 
portant, Mr. Abbott said, are love of 
salesmanship, love of one’s business, de- 
termination to succeed and the proper 
mental attitude. 

President John R. Hardin of the Mu- 
tual Benefit Life welcomed the congress, 
held at that company’s home office. 

In his talk on “Prospecting Today” 
C. D. Connell, general agent Provident 
Mutual Life, New York City, said the 
developing of the technique of the cen- 
ter of influence is one of the most im- 
portant factors in success in life insur- 
ance, a factor which is often overlooked 
by many life underwriters. Other speak- 
ers at the morning session were V. B 
Coffin, superintendent of agencies Con- 
necticut Mutual Life, on “Sensible Sell- 
ing” and J. H. Birkett, assistant secre- 
tary Prudential, on “Life Insurance in 
the Recovery Period.” Charles E. 
Hooper, president of the association, 
presided at the morning session. 
In pointing out the advantages of 
“Organized Sales Talks,” Manuel 
Camps, Jr., Boston general agent Penn 
Mutual Life, said the most important 
thing in any sales talk is the opening 
Opening remarks establish prestige and 
one must have prestige to make a sale. 
Those who have no prestige must es- 
tablish it and that can be done in two 
ways, (1) by personal appearance and 
(2), by what is said. 
L. A. Cerf, Sr., former general agent 
Mutual Benefit Life, spoke on “Solicit- 
ing Methods”; James A. Fulton, presi- 
dent Home Life, on “The Life Insur- 
ance Salesman and Changing Condi- 
tions” and Prof. Irvin Bendiner brought 
the congress to a close with a summary 
on the talks given at the congress. About 
350 were in attendance. 
Se i 


R. S. Koehler, Jr., Now Heads 
Pittsburgh Association 


R. S. Koehler, Jr., of the Mutual 
Benefit Life was installed as president 
of the Pittsburgh Association of Life 
Underwriters at the June sales congress. 
He has been a director for several years 
and for two years promoted life insur- 
ance day in Pittsburgh. 

W. R. Furey of the Berkshire Life 
was advanced to first vice-president. He 
has been chairman of the membership 
conynittee three years. Lawrence C. 
Woods, Jr., of the Edward A. Woods 
agency, Equitable Life of New York, 
was elected second vice-president; T. W. 
Pomeroy, New England Mutual, con- 
tinues as treasurer. Directors for three 
years are: A. G. Ashbrook, Provident 
Mutual; J. H. Caughey, Massachusetts 
Mutual; John Edgecomb, Metropolitan 
Life; Jay M. Holmes, Travelers, and 
Erroll Ripley, Northwestern Mutual 
Life. 





x * * 
Chicageo—Roy L. Davis, assistant 
manager of the Union Central Life in 
Chicago, was installed as the new presi- 
dent of the Chicago association at the 
election this week. P. G. Dallwig, New 
England Mutual, editor of “Life Values,” 
was made first vice-president, T. F. 
Lawrence, manager of the Reliance Life, 
second vice-president, and W. N. Hiller, 
Penn Mutual, treasurer. Mr. Davis was 
one of the first life men to secure the 
Cc. L. U. degree. He was fcrmerly edu- 
cational director at the head office of 


LIFE INSURANCE EDITION 


Notable Program Presented at Gathering | 


group. 


President 


goes steadily on. 


than ever before. 


Pose Barry Dietz 





The ability to furnish it 





What About Group? 


Ten per cent of all life insurance is group. 
The sale of group sickness and accident insurance 
Sales of wholesale for smaller 


groups continue to be surprisingly frequent. 


Changed conditions accentuate the value of 


is worth more 


The group men in our local 


offices are ready to help you get started. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


GLOBE LIFE INSURANCE Co. 
OF ILLINOIS 


HOME OFFICE ADDRESS SINCE 


Wm. J. Alexander 


Secretary 


1895 


431 South Dearborn St. 
CHICAGO 









































e Brokerage Business Solicited in Illinois 
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@ Send 10c¢ for sam- 
ple to the National 
Underwriter, A - 1946 
Insurance Exchange, 
Chicago. 





is kept before 
your prospects 
365 days a year 
at a cost of le a 
month by means 
of the National 
Underwriter In- 
surance Calendar. 











dency next year. 


the Continental Assurance and later as 








Wanted! 
GENERAL AGENTS 
In 


Illinois, Missouri 
and Kansas 
St. Louis Mutual Life Insurance 


Originally Incorporated 1857 
3640 Washington Blvd. St. Louis, Mo. 














OPPORTUNITIES 
District Managers 
and 
General Agents 


desiring an excellent contract 
with an old established New 
England life insurance com- 
pany writing all lines of life 
and accident and health poli- 
cies should investigate the op- 
portunities existing with this 
company. If you reside in the 
States of Michigan, Ohio, IIli- 
nois, Indiana, or Iowa, your 
application will be given our 
immediate _ consideration. 
Write today giving full partic- 
ulars addressing your letter to 
Box No. X-37, 


The National Underwriter 














$1,000 to $1,600 
Ordinary Life Insurance at An 


Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


Of Course Issued in Larger Amounts 


All Premiums Returned 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Example 


Original cost, age 30, $21.40 per 
$1,000 to age 59; $17.19 per $1,000 
thereafter. 

If you reside in Ohio, Illinois, Indiana, 


Kentucky, Seanagtvente, Tennessee, West 
Virginia or the District of Columbia, 


Write for Samples and Particulars 


This is one of the many unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
(CINCINNATI, OHIO 











Rounding Out 
the Protection 


When the life agent has sold a client a 
program of insurance, and stopped every 
gap with financial reserves, he has not 
completed his work. 

Every man is liable to become disabled. 
The long elimination iod to the dis- 
ability clause of the life contract makes 
it inadequate, 

Our full coverage policies, designed to 
“fit in’ with a life insurance program, 
should be investigated. 

Send in the coupon for further informa- 
tion. 


INTER-OCEAN CASUALTY 
COMPANY 
Executive Office 











Inter-Ocean Casualty Co., | 
American Bidg., Cincinnat!, Ohio. 


Please send me information regarding your acci- | 
dent and health policies. 














a member of the firm of W. W. Durham 
& Co., of Chicago, headed its life de- 
partment which represented the Central 
Life of Iowa. Mr. Davis graduated in 
1915 from Illinois Wesleyan University, 
taking his M.A. degree later. He was 
later a fellow in psychology at the Uni- 
versity of Illinois and obtained a mas- 
ter’s degree there. He received his 
Ph.D. degree from New York University. 
*x * * 

Springfield, 1.—The Springfield, II1., 
association elected the following officers: 
J. L. Taylor, Mutual Life of New York, 
president; E. B. Cantrall, Northwestern 
Mutual, vice-president; Roy H. Rich, 
Union Central, secretary-treasurer. 

The June meeting was addressed by 
J. R. Hastie, president Chicago associa- 
tion. The Springfield now 
has nearly 60 members. 

* * * 

Mo.—W. E. Pendleton, 
Lincoln National Life, is 
Willard Ewing, gen- 
eral agent Provident Mutual, becomes 
first vice-president; J. F. Trotter, Mu- 
tual Life of New Fork, second vice- 
president, and V. W. Wiedemann, Sun 
Life, third vice-president. Dallas Alder- 
of Kansas City Life was named 


association 


Kansas City, 
general agent 
elected president. 


man 
secretary and treasurer. 

The golf cup, presented by W. T. 
Grant, president of the Business Men’s 


Assurance in 1930, and won two succes- 
sive years by the New England Mutual 
foursome, was won this year by the 
Business Men‘s foursome, composed of 
Harmon Arnold, Tom Yocum, Paul Judah 
and H. F. Bradley. 

x * * 

Illinois—The executive committee of 
the Illinois association met in Chicago 
June 26, President J. H. Wilson presid- 
Among those attending were Clar- 


ing. 
ence De Long, Champaign; Elmer 
Hersch, vice-president, Elgin; Cc. F. 


Axelson, Chicago; N. P. Blanchard, past 
president, Peoria, and Walt Tower, man- 
aging director Chicago association. It 
was announced L. P. Livengood, secre- 
tary, of Danville, has resigned, having 
served for several years and feeling he 
must devote himself to his own business. 
* * x 

Boston — J. C. Behan, vice-president 
Massachusetts Mutual Life, spoke on “The 
Second Lap” and gave an encouraging 
estimate of the outlook for business in 
life insurance. 

The Boston association decided against 
recommending any candidate for presi- 
dent of the National association, but 
voted to “commend” the name of T. M. 
Riehle of New York to the nominating 


committee for president. 
* * * 

Lansing, Mich.—These officers were 
named: President, H. C. Brogan, Great 
West Life; vice-president, L. J. Menery, 
Peoria Life; secretary, R. L. Dillon, 


Northwestern Mutual Life; treasurer (re- 
elected), S. B. Simmons, Massachusetts 
Mutual Life; executive committee, W. E. 
J. Edwards, Massachusetts Mutual Life, 
retiring president; W. D. Byrum, Cen- 
tral Life of Illinois, and J. P. Leather- 
man, Continental Assurance; National 
association executive committeeman, J. 
Arthur Pino, Mutual Benefit Life. 

Commissioner Gauss, the guest 
speaker, lauded the life companies for 
cordial cooperation with the department 
during the critical months just past. He 
defended special regulations to protect 
the business on the ground that “life in- 
surance is a sacred institution.” Ques- 
tions of members relative to the recent 
commissioners’ convention session were 
also answered. 

x * * 

Cincinnati—New officers elected are: 
Jack Lauer, Penn Mutual, president; 
Seth C. H. Taylor, Sun Life, vice-presi- 
dent; C. T. Williams, Equitable of New 
York, secretary. P. L. Burdette was re- 
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secretary. Trustees 
Peebles, Harold Roth 
Davis was elected 
trustee. 


elected executive 
elected were E. 
and Seth Taylor. C. K. 


to fill an unexpired term as 
L. B. Fowler, Connecticut Mutual, was 
elected state delegate. Ray Hodges, 


Ohio National, was elected national com- 


mitteeman. 


The Cincinnati association closed the 
year with a net gain in membership of 
six, there now being 220. 

es « © 
Columbus, 0.—C. ©. Doyle has been 


elected president; P. M. Smith, new vice- 
president; J. B. Davis, treasurer, and 


E. D. Miller, secretary. Members of the 
executive committee are K&. C. Decard, 
H. O. Tice and J. H. Wood. The asso- 
ciation has created a liaison committee 
with H. S. Stephan as chairman, which 
will be made up of soliciting agents. 
Each agency having three members in 
the association is to have a representa- 
tive on the committee. 
*x* * * 
Bloomington, 1ll.— Secretary E. M. 


Ackerman of the Illinois Insurance Fed- 
eration, who has been at Springfield 
during the legislative session, spoke this 


week on insurance bills that were pro- 
posed and those which passed. 
x * * 
Charlotte, N. C.—S. K. McAfee of the 
Mutual Life eof New York was elected 


president to succeed W. G. McCulloch, who 
resigned recently. O. F. Roddey, Penn 
Mutual, succeeds Mr. McAfee as vice- 
president. J. E. Dempster, Phoenix Mu- 
tual, was named secretary to succeed 
the late J. J. Doyle. J. W. Thomson, 
Equitable Life of New York, was elected 
to the executive committee. 
x * x 

Houston, Tex.— Jack Neil, Houston 
manager of the Seaboard Life, gave a 
sales presentation on “Analyzing Needs 
and Building an Insurance Program” at 


‘ 


the last monthly meeting of the sea- 
son. H. K. Cassidy, Pacific Mutual, pre- 
sided. 
* * * 
Akron, 0.—E. C. Noyes, Massachusetts 





Mutual Life, is the new president of the 
Akron association. The vice-president 
is N. R. Smith, Jr., Guardian Life. Di- 
rectors for the two-year term are C. E. 
Johnson, Metropolitan; C. C. Lake, Trav- 
elers, and J. I. Thompson, American 
Central. 

R. E. Kennedy, retiring president, be- 
comes state delegate. 

The Akron association 
cept the resignation of Fred C. 


refused to ac- 
Dibble, 


who is now serving his third term as 
national executive committeeman. 
*x * x 
Toledo, 0.—B. F. Taylor, Aetna Life, 





was reelected president and Dan Harris, 
Atlantic Life, reelected secretary-treas- 
urer. H. P. Gravengaard is first vice- 
president and Charles Beck, second vice- 
president. The association reported a 
30 percent increase in membership for 
the year. 
* * * 

Central Massachusetts—At the annual 

meeting at Leicester these officers were 


elected: President, D. O. Sprague; vice- 
president, Joseph Turner; secretary, B. 
W. Ayres; treasurer, J. E. Low, all of 
Worcester; executive committee, James 
Redicon, Ralph Peterson and Donald 
Stimpson; national committeeman, John 
Hodgson. 
x * * 


Utah—J. E. Johnson, Penn Mutual, was 
elected president at the annual meeting 
in Salt Lake City, succeeding Ralph 
Kahn, Union Central Life. Dr. F. L. 
Hunt, Aetna Life, is first vice-president; 
F. E. Walker, Mutual Benefit, second 
vice-president; Sterling W. Sill, New 
York Life, secretary-treasurer, and J. T. 
Butler, Aetna Life, chairman executive 
committee. 


Executive committee mem- 
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Benefit Outfits Run Wild 


Mississippi Department Unable to Check 
Concerns’ Activities Because of 


Lack of Funds 


JACKSON, MISS., June 29.—Missis 
sippians are spending thousands of dol- 
lars yearly with unlicensed, unqualified 
and so-called “protective, non-profit” or- 
ganizations for insurance benefits not 
given, said Commissioner G. D. Riley 
at the June meeting of the Mississippi 
Association of Life Underwriters here 

Mr. Riley cited that more than 100 
organizations not licensed in Mississippi 
were doing business within the state 
With the insurance department getting 
only 1% percent of the insurance taxes 
paid in, he does not have the funds with 
which to enforce the law on unlicensed 
agents of these companies. He has sent 
notices to all county officers urging them 
to enforce the law in their counties. 


Southland Life’s Regional 
Convention at San Antonio 


held 


and 


its regiona! 
southwest 


Life 
south 


The Southland 
convention for 


Texas at San Antonio. Clarence Linz, 
first vice-president; Col. W. E. Talbot, 
agency manager; L. A. Jacobs, director 
of public relations, and more than 50 
agents were present. 

Colonel Talbot in his talks stressed 


the future sales possibilities for life in- 
surance selling. He showed how the 
companies have stood the test of the 
cepression and have been forced to per- 
form banking functions for which they 
were never intended. He then pictured 
in glowing colors the possibilities of the 
next five years. 

Mr. Jacobs discussed the advertising 
methods of the company and the mate- 
rial supplied for the use of the agents 
and Mr. Linz made a brief talk on the 
company and its policy. 


bers are: Ephraim Poulter, B. H. Wayne 


S. L. Hemstreet, F. G. Wagstaff and 
W. A. Crowder. all of Salt Lake City. 
* x 
Bloomington, TL—E. H. Davis has 


been elected president, succeeding W. E 
Maupin; Millard Lileyd, vice-president 
and C. O. Hamilton, reelected secretary- 
treasurer. 
x * * 

Fla.—A. R. Cassidy has been 
Walter Bruns, vice- 
Burgess, secretary- 


Miami, 
elected president; 
president, and Sam 
treasurer. W. W. Edwards, Charles 
Keyes, R. B. Walker, Grover C. Zaring 
J. M. Lipton, E. J. Morlock and T. § 
Cook are directors. 

* * x 

Louisville—W. T. Grant, president 
Business Men's Assurance, guest speaker 
held that the life insurance business is 


relatively stronger today than it has 
ever been. 
R. B. Ferguson, president, reported 


that the Louisville association was sec- 
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ond in increase in membership the past 

year, only Birmingham having shown a 
larger gain. 

x * x* 

Meridian, Miss.—A group headed by 

A. S. Gainey, district manager Standard 








Life, is undertaking to form a local as- 
sociation. George D. Riley, Mississippi 
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commissioner, spoke at a luncheon meet- 
ing. 
* *x * 
Flint, Mich.—W. Allen Beam has been 
elected president; I. H. Wilbur, first vice- 
president; Jack Rabinovitch, second vice- 
president; John Taunt, secretary-treas- 
urer. 





* * * 








Madison, Wis.—-W. F. Winterble, man- 





ager Bankers Life, has been elected pres- 
ident; M. G. Huber, Aetna Life, vice- 
president; W. C. Rhodes, Business Men's 
Assurance, secretary, and M. G. Graff, 
Mutual Life of New York, treasurer. New 
directors are W. D. Byrns, National 
Guardian Life; W. J. Reefe, Penn Mutual, 
and David Darrah, National Life of Ver- 





mont. talph Larson, Central Life of 





Iowa, holds over as national committee- 
man. 








x *k * 

Arkansas—At the state association's 
sales congress in Little Rock an invita- 
tion was extended to the Texas and 
Louisiana groups to hold a joint meet- 
ing at Texarkana. James Case, Texar- 
kana, Equitable Life of New York, was 
elected president to succeed George 








Brannan, Little Rock, New York Life. 














Ora J. Massey, John Hancock Mutual 
Life, was reelected secretary. 

The presidents of three local associa- 
tions in Arkansas were elected vice- 
presidents. They are Ben R. Hamilton, 
Little Rock; J. B. Bloom, Pine Bluff, and 
L. N. McAfee, Fort Smith. The meeting 
was attended by 250 agents. Mr. Bran- 
nan was chairman for the morning ses- 





sion and L. E. Throgmorton, Aetna Life, 








presided at the afternoon session. 


New Form of Kansas City 
Life Has Unusual Features 





The Kansas City Life has issued a 





new 10 year convertible term policy, 
with unusual features. 











FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 

















HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 


The contract is sold in units of $1,000 
principal sum and $10 monthly income 
payable at death for 10 years, thus mak- 
ing the total benefit $2,200 

At any time up to the end of the 
10 year term the assured may convert 
the policy into an endowment, which 
provides the same death benefits as the 
term policy up to age 65. At that time 
the assured receives as an endowment 
the return of all the premiums that have 
been paid from inception of the con- 
tract as a term policy. 

At age 30 the premium for the term 











policy is $21.50. There is a sliding scale 
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Send $ cents in stamps for sample copy of 
THE ACCIDENT & HEALTH REVIEW 
The only exclusive accident end health paper. 


It gives ideas and suggestions that help you 
tell income protection insurance. 








Address A-1946, Insurance Exchange, Chicago. 





of premiums during the 10 years when 
the policy may be converted. The con- 
tract may be converted at the end of 
10 years for $73.40. 


Huebner Speaks in Boston 


Dr. S. S. Huebner, dean American 
College of Life Underwriters, speaking 
before the Boston C. L. U. chapter, de- 
clared that the loss to policyholders in 
the depression has not amounted to .1 of 
1 percent annually of the total life in- 
surance portfolio in this country. “The 
future of life insurance is very bright 
and with the turning of the corner eco- 
nomically, which I believe has taken 
place both as regards insurance and an- 
nuities, it should forge ahead greatly,” 
he said. 

In the afternoon Dr. Huebner ad- 
dressed a general meeting of leading 
agents and managers on the work of 
the American College. 


Cuts Double Indemnity Limit 


The Aetna Life effective July 1 will 
reduce the amount of double indemnity 
to be paid on any one life in Missouri to 
but $10,000. North Dakota is the only 
other state in which this new low maxi- 
mum will prevail. In all other states 
the limit is $25,000. The restriction in 
Missouri is due to the state’s suicide 
law, which recognizes suicide while in- 
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Estimated Average Annual Cost for Whole Life Policy over Period of 
Twenty Years based on Actual Experience Past Ten Years. 


Age 35—$15.38 


Per $1,000 of insurance 
Reduced to this figure by an earned dividend. 


No Cash Demand Liabilities 


except advance premium payments 
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Operating in Illinois, Michigan, Indiana and Missouri. 
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Mutual Legal Reserve Life Insurance 
Ten East Pearson Street CHICAGO Phone Superior 1714 











it you want— 


—Unrestricted Territory 
—Vested Renewals 

—Agency Building Opportunity 
—Home Office Co-operation 


Nothing Wrong! 


URING the first 
five months of 
1933 this Com- 
pany sold more pol- 
icies than in the similar 
period of last year. 
The demand for life 
insurance is getting 
stronger. Men of 
character and indus- 
trious habits should 
be interested in a 
direct Home Office 
contract giving liberal 
first year commissions = Wisconsin 
and non - forfeitable penings in Wisconsin, Min- 
renewals. nesota, lowa and Ohio 
USE THIS COUPON ! 


. . W C. M. Kremer, Agency Supt. 
California - Western National Guardian Life Ins. Co. 
. Madison, Wisconsin 
States Li f e I would like details of your square deal 
contract. 





then you want 





Home Office Sacramento 
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C cooperation 
that produces results 


gener re of the State Life of Illinois are inspired by 
the increased business secured through the enthusiastic co- 
operation of our Policyholders. 

A cooperative plan that produces prospects, resulting in a 
higher average of business per call enables our representatives 
to earn a steady income. 

Limiting its operations exclusively to its Home State (Illinois), 
has resulted in economies of management which enables the 
Company to offer direct Home Office connections to experi- 
enced producers who desire maximum commissions first year 
and renewal. 


Inquiries regarding agencies in the following cities in Illi- 


cf no are invited: Freeport, Sterling, DeKalb, Springhald, Tho» 
Danville, Quincy, Centralia and Alton. 














Organised 1870 
MUTUAL LIFE INSURANCE COMPANY 
of Baltimore 
Home Office: Charles & Chase Sts.. Baltimore, Md. 
PARTICIPATING ORDINARY NON-PARTICIPATING 
INDUSTRIAL 











UNUSUALLY ATTRACTIVE 
DIRECT HOME OFFICE CONTRACT 
In Unassigned Territory 


GREAT REPUBLIC LIFE INSURANCE CO. 
T. J. McComs, President 


1300 Great Republic Life Building, Los Angeles, California 

















Rockford Life Has a Message for You 


President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois. 


It Concerns Contract Direct 


With The Company 


Dear Sir: 

SEND ME THE MESSAGE 
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Policy Loan Drop 
Is Now Reported 





(CONTINUED FROM PAGE 1) 


mean higher net costs. The policy- 
holder cannot eat his cake and have it, 
too. 

As to the problem of where to in- 
vest money for safety and a good re- 
turn, there is less disparity among the 
various classes of securities than there 
was six months ago. Railroad bonds, a 
source of many headaches to investment 
officials, have improved generally. Due 
to increased rail traffic, most of the 
issues that were causing anxiety are 
now out of the weods. Some are still 
in trouble, but it is pretty well estab- 
lished just what the trouble will be and 
how great the extent. With these minor 
exceptions, it is considered that any 
railroad that has weathered the storm 
thus far has a good chance to pull 
through. 

Utility Securities Position 


Utilities, on the other hand, no longer 
have the outstandingly favorable posi- 
tion they occupied a year ago. The fed- 
eral power tax, the forcing of rate re- 
ductions, and holding company scandals 
have combined to push utility securities 
from their elevated plane. At the same 
time, some of the best utilities are “out 
of sight,” 4 percent securities, for ex- 
ample, selling at a premium. 

In the industrial bond field, activity 
is limited because of the small volume 
of bonded indebtedness as compared 
with the size of the invested capital. 
Many large, excellent industrial con- 
cerns have a negligible volume of bonds 
outstanding, thus their preferred stock 
is regarded virtually as safe as bonds 
would be, since preferred stockholders 
would have first claim on the property 
except for the prior claim of a relatively 
insignificant bond issue. 

See Boom in Federals 


The elimination by banks of interest 
payments on bank deposits is expected 
to boost the government bond market, 
although the effect will probably not be 
very marked, since the banks have been 
paying only one-quarter of 1 percent. 
It is thought likely that business houses 
with surplus funds will put them in 
short-term governments rather than let 
them lie in bank accounts earning noth- 
ing whatever. 

Real estate traditionally lags behind 
the procession in a general upturn, but 
there is hope that because of inflation 
property values will keep closer to the 
general trend. However, many places, 
such as New York City, are greatly 
overbuilt. In other lines commodity sup- 
plies have been reduced to a point where 
anv increase in demand is immediately 
reflected in increased activity to supply 
it, and a consequent rise in price. With 
real estate, on the contrary, there is an 
excessive supply of houses and of build- 
ings for all purposes. This “reserve sup- 
ply,” of course, tends to keep down real 
estate values until this reserve has been 
absorbed and property owners are no 
longer forced to cut each other’s throats 
to get their properties occupied. 


Summer Slump Preventive 
Measures Given in Meeting 





(CONTINUED FROM PAGE 3) 


credit is permitted when Mr. Goldman 
or his assistants help an agent close a 
case. In the long run this proves profit- 
able. 

Each agent is entitled to a share of 
the office leads. Each is given a desig- 
nated day when he stays in the office 
to service all inquiries about loan and 
surrender values and other policy mat- 
ters. 

In the Goldman agency clerks are 
instructed to extend all courtesies to 
agents and give them all information. 
Mr. Goldman said an agency usually is a 
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reflection of the manager’s characteris- 
tics and he must have ability as an ex- 
ecutive and leader, with a talent for 
handling men. There must be discipline, 
and yet good fellowship without the 
familiarity that breeds contempt. Mr 
Goldman believes the agency that be- 
comes too mechanical will break down 
The human associations in the office 
should be carefully guarded. 


Travelers Names McNamara 


as New York General Agent 


(CONTINUED FROM PAGE 2) 


$1,875,000; 1932, 412 lives for $1,259,000. 

The present personnel of the agency 
consists of approximately 100 men dis- 
tributed among the agency’s three offices 
at 17 John street, 245 Fifth avenue, and 
122 East 42nd street. The management 
personnel, beside Mr. McNamara, in- 
cludes J. T. Balfe, production manager; 
W. R. Julius, brokerage manager; L. J, 
Louprette, R. S. Maechtel, F. M. Min- 
ninger, C. L. Post, W. S. Warner and 
E. L. Wolfe, agency managers. In ad- 
dition to this senior management group 
there are three supervisors, G. : 
Crongeyer, J. L. Rizer, and I. S. Spring. 

The agency attracted much attention 
by having six million-dollar producers 
for the club year ending in 1930, and for 
the club year of 1932 P. F. Broughton, 
the oldest associate in point of service, 
paid for $3,329,650, which according to 
the figures of the Million Dollar Round 
Table exceeded the production of the 
leading producer of any other company 
in the country. Beside Mr. Broughton, 
those who had million-dollar production 
records for 1930 are W. E. Knowlton, 
Donald Russell, J. H. Brady, J. M. Eis- 
endrath, Julius Fligelman. 

New Missouri Officials 

KANSAS CITY, MO., June 29.—G. 
A. S. Robertson, for several years agent 
for the Sun Life in Kansas City and 
Marshall, has been named deputy sup- 
erintendent of insurance under R. E. 
O'Malley of Kansas City, who will suc- 
ceed J. B. Thompson as insurance sup- 
erintendent July 1. Mr. O'Malley went 
to Jefferson City early this week to 
take over the duties of his new office. 


West Virginia Industrial Ruling 


The industrial life companies are con- 
siderably stirred up over the West Vir- 
ginia decision requiring companies 
writing industrial business to pay cash 
values, whether guaranteed in the pol- 
icies or not. This matter has raised 
considerable havoc over the state. 
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Questions Given Candidates in 
Recent C.L.U. Examination 





develop and put into effect a national 
economic plan, regulating and coordinat- 
ing the productive activities of concerns 
in various industries with a view to as- 
suring a regular flow of purchasing 
power to the consumer. 


General Education . 
(a) ECONOMIC PROBLEMS Wherein does auch economic planning 
: - differ from socialism? 
ore ws ince questions, otteintng the gute 2. (a) It has been estimated that the 


ton numbering gwen here) payment of interest and principal of 
(To be completed within four hours) public and private foreign debts owed to 


Note: A special grade on English will | the United States would require approxi- 


(Parts I and II of the June C. L. U. ex- 
amination were published last week.) 


Part Ill 


be given each candidate for this exam- | mately three-quarters of a billion dol- 
ination. It will be based upon grammar, | lars annually over a long period of 
spelling, punctuation, paragraphing and | years. By what different means could 
other factors essential to the writing of | the payments be effected and explain 


good English. 

1. A prominent economist stated in 
July, 1932, “No comprehensive plan di- 
rected toward sustaining the consuming 
power of the people on a basis with the 
production of wealth was placed before | favor or disfavor this movement? 
Congress. Without such a plan, it is 3. (a) According to what standards 
impossible to have sustained prosperity ' (or tests) may the desirability of a par- 
under capitalism, and I question whether | ticular form of taxation be determined? 
it will be possible very much longer, (b) How would a small general sales 
without such a plan, to have capitalism.” | tax levied by the federal government 
Because of views of this nature it has | meet with each of the standards which 
been suggested that a governmental | you have set forth? 
agency be created with the power to (c) Would a general sales tax be sub- 


briefly what the economic 
of such payments would be. 

(b) A campaign to “Buy American” 
has gained considerable impetus in re- 
cent months. For what reasons do you 


consequences 











THREE LITTLE WORDS 


“Full Level Premium” 


Full level premium life insurance companies pay 
as they go. They put up the full reserve the first 
year and every year thereafter, on all business. 


A full level premium company meets the reserve 
requirements of any and every state in the United 
States. 


Mutual Trust Life is a full level premium company. 
That is one reason for its steady progress and 
why agents find a Mutual Trust contract a profit- 





able one. 
MUTUAL TRUST 
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ject to the same criticisms as are the 
state taxes on insurance premiums? Ex- 
plain. 

4. During recent years there have been 
numerous proposals to provide farm re- 
lief. Many of the proposals have in- 
volved either direct or indirect subsidies 
by the federal government. 


(a) Explain the principal causes of 
the farm problem. 
(b) What, in your opinion, would be 


the effect of a scheme of substantial fed- 
eral subsidization? Reasons. 


(b>) GOVERNMENT 


(Applicants who have successfully completed 
Part Il" of the C.L.U. eraminations in previous 
years will answer the first and any two. other 
questions All other candidates will disregard 


the first question and answer any three of the 
questions numbered 2 to 5) 

1. (a) Outline and explain briefly at 
least three important provisions of the 
federal income tax law which directly 
pertain to life insurance. 

(b) Explain in at least two respects 
how the naming of a beneficiary under 
a life insurance policy will influence the 
amount of tax which would be payable 
under the federal estate tax law. 

2. A visitor from Canada asks you 
for some information about the Ameri- 
can system of government as contrasted 
wtih his own. He explains that in Can- 
ada the prime minister and members of 
his cabinet in the federal or Dominion 
government sit in the parliament, intro- 
duce bills and defend them in debate; 
also, that the constitution of Canada 
provides that those powers not granted 





to the states (provinces) are reserved 
to the Dominion. 

A visitor from Germany explains that 
in his country the constitution provides 
that in time of emergency when public 
safety or welfare may require it, the 
president may make regulations and de- 
ecrees which have the force of law and 
are binding until the next session of the 
national legislature; also, that the Ger- 
man federal government has recently 
appointed regents for the principal Ger- 
man states with complete authority to 
rule those states under federal control. 

Explain to the Canadian and German 
visitors the difference between their sys- 
tems and ours on these points. 


“Trick” Questions Regarding 
Knowledge of Government 
3. Senator “X" is a fluent and fre- 
quent speaker on all topics. He states: 
(a) That the large size of the House 
of Representatives, 435 members, is a 
great advantage in securing the careful 
and thorough consideration of all meas- 


ures because it gives greater freedom 
of expression of opinion to a large num- 
ber of opinions and because there are 
more men to do the work; therefore it 


can be better and more quickly done. 
(b) That the purpose of those who 
drafted the constitution, in requiring a 
two-thirds approval of both houses for 
appointments and treaties, was to make 
sure that representatives of all parts of 
the country should be consulted in these 
matters. 
(c) That 
zation the 


because of federal centrali- 
state governments now have 





anteeing freedom 
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WHEN YOU SELL LIFE INSURANCE, SELL 


INDEPENDENCE! 


America's Declaration of Political Independence 
was signed many years ago. Today thousands 
of Americans will sign new declarations of finan- 
cial independence—life insurance policies guar- 


When you sell life insurance, SELL INDEPEND- 
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from fear and destitution. 
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The New and Original Answer 

to the Demand for Life Insur- 

ance with Disability Income 
Benefits 


Let Us Tell You About It 
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Life and Accident Insurance 
Company 
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no important powers left under their 
control. 

(dad) That the short ballot is favored by 
all professional politicians because it 
enables them to confuse the voter more 
readily. 

(e) That the system of indirect elec- 
tion of the President and Vice-President, 
assures that the candidate of the major- 
ity of the voters shall always win the 
election. 

Can you suggest any 
Senator “X’s’’ speech? 

x * * 

4. (a) If the federal government has 
authority over foreign and interstate 
commerce and the states have authority 
over the manufacturing and other forms 
of production, how can Congress pass a 
pure food and drug law and a protec- 
tive tariff? 

(b) Mention any two laws, federal or 
state, which have been passed for the 
regulation of business and explain: 

(1) Are their terms clear or indefi- 
nite? 

(2) Are they enforced by the courts 
only or is an administrative authority 
provided to aid in their enforcement? 

(3) Can you point to any results of 
their operation? 

5. (a) Congress provides by law that 
after 1933 the rates charged by all in- 
terstate aviation companies should not 
yield them a net return in excess of one 
percent of the value of their property 
which is devoted to the business. 

(b) Congress further provides that 
judges who fail to enforce this law 
strictly shall be dismissed from their 
offices. 

(c) A state law provides that no life 
insurance company shall be permitted to 
license more than one hundred agents 
in that state and that the licenses of all 
other agents of that company in the 
given state shall be cancelled as of De- 
cember 31, 1933. 

(d) This state law further provides 
that life insurance company assets be 
examined once every month during the 
depression by a state official at the ex- 
pense of the company. 

Would these laws be valid? Reasons. 

(To be continued next week.) 


Rival Candidates 
Are Now in Field 


(CONTINUED FROM PAGE 1) 


The committee points out that Mr. 
Anderson is a former president of the 
Cincinnati association and for the past 
three years has been president of the 
Ohio association. He has taken the lead 
in forming tax laws favorable to insur- 
ance interests in Ohio. He has been a 
leader against twisting and rebating. 
He has been a member of the »>vard of 
trustees of Miami University, d: ector of 
the Ohio chamber of commerce, and has 
been active in other ways in the Cin- 
cinnati and Ohio chambers of commerce. 

The Anderson committee states that 
several associations have taken action 
in Mr. Anderson’s behalf, including 
Cincinnati, Cleveland, Columbus, West- 
ern Ohio association, Portsmouth, Lima. 

Mr. Riehle, who is associate manager 
for the Equitable Life of New York 
in New York City, is now first vice- 
president of the National association. 
Two years ago, at the Pittsburgh con- 
vention, there were several candidates 
for president, among them Mr. Riehle. 
In the harmonious compromise that 
year, Mr. Riehle was put on the official 
list as third vice- -president. Last year, 
the advisory nominating committee also 
attempted to sidetrack Mr. Riehle, leav- 
ing him off the list of recommended 
candidates. 

The nominating committee upset this 
plan and jumped Mr. Riehle to first vice- 
president. 


Fear Revision of By-Laws 


Those who aré backing Mr. Riehle 
probably feel that if he is not elected 
president this year, his chances for hold- 
ing that office in the near future would 
be considerably dimmed, because the 
likelihood is that the constitution and 
by-laws of the National association will 
be revised at the meeting this year to 
go into effect in 1934. Under the pro- 
posed revision there would not be the 


corrections in 








five vice-presidents that there are today, 
with the implication that each one of 
these positions is a stepping stone to 
the presidency. Therefore, if the pres- 
ent arrangements were abolished, all of 
the vice-presidents, including Mr. Riehle, 
would lose the gain they have made in 
the direction of the presidency. 

Some observers felt that the fortunes 
of Mr. Anderson and Mr. Riehle were 
tied pretty closely together and that 
this year the Riehle people would sup- 
port Anderson for president on the 
theory that Mr. Anderson then would 
throw his influence behind Mr. Riehle 
next year. However, they are now rival 
candidates. 

G. A. Eubank, manager of the life 
department of Johnson & Higgins in 
New York, is among the leaders in the 
campaign for Mr. Riehle. He started 
by writing in behalf of Mr. Riehle to a 
few of his friends and is now writing 
to leaders in the various associations 
throughout the — e' 4 W. M. Duff, 
head of the Edward A. Woods agency 
of Pittsburgh, is Ry campaigning for 
Mr. Riehle. 

C. O. Fischer of St. Louis is chair- 
man of the advisory nominating com- 


, mittee this year. 


In addition to Mr. Anderson and Mr. 
Riehle, there is the possibility that a 
dark horse or two may be trotted out. 
A. E. Patterson, general agent.in Chi- 
cago for the Penn Mutual Life, was 
being groomed for the office by some 
of his friends last year and he is now 
fourth vice-president of the National 
association. Whether an attempt will 
be made to put Mr. Patterson across 
this year remains to be seen. 


Statement by Mr. Eubank 


The fact that Mr. Riehle has not 
served in the various offices of the New 
York City association should not be 
considered a drawback, Mr. Eubank 
declared this week. 

“In an association of 1,400, it may well 
be understood that the chances of an 
individual going through each of the 
various chairs and ultimately becoming 
president, are considerably less as a 
mathematical proposition as compared 
to an association with a relatively small 
membership,” said Mr. Eubank. 

“There are local situations which often 
keep good men from coming to the 
front in local association preference. 
This may be due to conflicting inter- 
ests; to internal manipulation and con- 
trol or to jealousies or company af- 
filiations or something of the kind. Also, 
there are a great many men who could 
serve locally as officers and do a good 
job but who would not be considered 
at all as good timber for a national presi- 
dency. 

Cites Local Politics 

“The National association should 
never be bound by a rule which would 
make it necessary for a presidential can- 
didate to go through the local chairs, or 
one which would make the unanimous 
approval of his local association a pre- 
requisite. To follow such rules as these 
would be to involve in local politics the 
clear desires of the National associa- 
tion. When a man exhibits nationally 
his interest in the association movement 
by performing great services for the 
National association, that is evidence of 
interest in association affairs both local 
and national, and that service becomes 
all the more valuable and conspicuous. 
In Mr. Riehle’s case he has done both, 

“IT feel that the New York associa- 
tion should unanimously endorse Mr. 
Riehle for the presidency, because he is 
the right man for the job, especially at 
this critical time. I am confident that 
he can, first steer the association 
through shallow waters; second, hold 
the membership in line, as witness his 
work as membership chairman of the 
eastern district this year; and third, 
stimulate production by field men.” 


T. M. Simmons, manager of United 
States agencies Pan-American Life, has 
been appointed head of the New Or- 
leans community chest. He was vice- 
chairman last year. 





Dwyer Is Reelected 


TOLEDO, O., June 29.—Officers of 
the Northwestern Ohio Agency Club of 
the Columbus Mutual Life were re- 
elected at. a meeting here: Frank 
Dwyer, president; Herman Behrendt, 
vice-president, and Paul Lewis, secre- 


tary. Forest Braden, assistant to the 
president, spoke. A golf tournament, 
baseball game and banquet preceded 
the meeting. 
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A COMPLETE LINE 
OF ANNUITIES 


Complete Coverage 
Combination Policy 


Life Insurance 
Accident & Health Insurance 
Old Age Benefits 


ALL IN ONE CONTRACT 


Abraham Lincoln 


Life Insurance Company 
Springfield, Illinois 
H. B. Hill, President 


























No Better Territory 


No Better Company 


No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 


Lane. F. L. 
am President 
W R Smith Field Vice-President 


LAFAYETTE, INDIANA 
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A New Required Text for the Degree of | 
Chartered Life Underwriter 


“LIFE INSURANCE 
AS INVESTMENT” 


By Solomon S. Huebner, Ph.D., 
and David McCahan, Ph.D. 


A new addition to the Notable Series 


LIFE INSURANCE: ITS ECONOMIC AND SOCIAL RELATIONS 


Here is a new book which we are sure you will want to add to your library. 
Its authorship is the absolute guarantee of its worth. Solomon S. Huebner, the 
senior author, is Dean and his collaborator is Assistant Dean of the American 
College of Life Underwriters. Both men hold important professorships in the 
University of Pennsylvania. Never before has the safety and stability of life 
insurance been so prominent as it is today—now that the depression has made 
people suspicious of most other forms of investment. Hence the utter timelli- 
ness of this book which is the standard treatment of the subject. 


{ This important volume has a twofold purpose. 
First it describes the services of life insurance in the 
building up of personal estates through systematic 
thrift. Second, it discusses in detail all aspects of 
life insurance as investment. 





{ In its treatment of life insurance investment, it \ 
approaches the subject from the points of view of 
solvency, investment return, distribution of risk, con- 
venience for borrowing, serviceability for various in- 
vestment objectives, and all other standards applic- 
able to the selection of a sound investment. 


LIFE INSURANCE: Its 
Economic and Social Re- 
lations. A Series edited 
by S. S. Huebner. 
O The Economics ot itp 
Huebner. $2.50. __ 
esmanship, By 
. Paul Huttinger. 
Taxation. By Harry J. 
Loman, $2.50. 
© Willis, Trusts and Estates. 
f James L. Madden. 


50. 
0 Business Life Insurance 
Trusts. By C. Alison 


{ In a section of obvious concrete value, it gives a 
detailed analysis of the various types of policies from 
an investment standpoint and provides computations 
of the return derived from each of them. 


O 


{1 The volume is enlivened throughout by the sincere 
enthusiasm of the authors. Facts and figures, how- 
ever, are always produced to back up all statements 
and recommendations. 
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Here are the other books of this notable series! 


Complete your library by ordering those you do not have— 
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Just off the press 


“LIFE INSURANCE AS INVESTMENT” 
by 


Selomon S. Huebner & David McCahan 
Single Copy $2.50 


— 


NOW READY 
FOR IMMEDIATE DELIVERY 





Mail this coupon! 
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ee copy (s) of Huebner and McCahan new book 
“Life Insurance as Investment” at $2.50 per copy. 


Also..... set (s) of the series “LIFE INSURANCE: ITS ECO. 
NOMIC AND SOCIAL RELATIONS,” complete in eight volumes 
at the special Net Price of $18.00 per set. 


C) Remittance attached. ©) Charge to my account. 0 Send C. 0. D. 


Name... : naime ceannden Title... 

Company . 

Address 

Pitneetenncss0kes 4etakevenseeeeucabehes DPR. csvacconsens 


Mail To The Insurance Book House—The National Underwriter Co. 
420 East Fourth St., Cincinnati, Ohio 


Note: Books sent postpaid if payment accompanies order. 
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Make your work easier 
with these practical tools 





Complete Coverage 


IFE UNDERWRITERS find there 

is no substitute for work. Work— 
the proper application of energy—still 
remains a fundamental requisite to suc- The past three years have emphasized 
cess in life insurance. security as the greatest of all factors in 
plans for financial independence. In 
ratio of assets to liabilities, one of the 
real tests of strength, this Company 
ranks among those at the top of the list 
of all old line companies operating in 
the United States and Canada. 


Work plus the practical tools offered 
agents by this company make a combina- 
tion hard to beat. Here are some of the 
tools offered our agents which will also 
help make your work more remunerative 
and easier. 








® a liberal agency contract o 

® a complete line of modern policies 

® juvenile policies, sub-standard. This Company writes all modern forms 
® double indemnity, total disability of policies including Retirement In- 
® low non-participating rates come, Family Income, Educational poli- 


cies, Annuities, and Accident and 


® organized presentations Health | 
ealth Insurance. 


® a fool-proof visual sales kit 


® a daily working pl 
A Operating in the following states: 


® a condensed but comprehensive train- California Ohio 
ing plan 
‘ wit ; Illinois Oregon 
a conservation program that helps “wn South Dakota 
keep policyholders sold and re- . r , 
duces lapses Michigan Texas 
Minnesota Washington 
Wisconsin 


Connect with a company that will give you 
the greatest help and make it as easy as possi- 
ble to operate. For openings in Ohio, Michi- 
gan, Illinois, Indiana, Kansas, Oklahoma or 
Texas, write George L. Grogan, Vice President, 
in Charge of Agencies. 





OrppP there 


/nsutance Company ofAmerica 


MILWAUKEE, WISCONSIN 








The Federal Reserve 


Life Insurance Company 


Kansas City, Kansas Life Accident Health 






































